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The  City  of  New  York 
Office  of  the  Mayor 
New  York,  N.Y.  10007 


May  20, 1994 


Major  General  Kenneth  Simpson 

Commanding  General  of  the 

United  States  Army  Recruiting  Command 

408  Pershing  Loop  South 

Fort  Hamilton,  New  York  11252 

Dear  General  Simpson: 

I am  delighted  to  send  my  best  wishes  to  you  and  to  the  members  and 
participants  of  your  current  project,  STAY  IN  SCHOOL/STAY  OFF  DRUGS. 

I commend  you  for  your  fine  work  and  key  leadership  in  promoting  and 
carrying  this  important  message  to  the  youth  of  our  City.  I am  delighted  that  the 
United  States  Army  Recruiting  Command  is  working  together  to  improve  the  quality  of 
life  for  young  people  across  the  country.  As  we  have  focused  so  much  in  the  past 
several  weeks  on  kids  and  violence,  it  is  reassuring  to  know  that  individuals  like  you 
are  taking  the  lead  in  encouraging  young  people  to  reach  their  goals  and  make  their 
dreams  come  true  — and  we  all  know  that  this  can  happen  if  they  STAY  IN  SCHOOL 
AND  STAY  OFF  DRUGS.  I congratulate  you  on  your  endeavors  and  I wish  you  every 
success! 


I look  forward  to  working  with  you  to  help  our  City  and  to  improve  the 
quality  of  life  for  all  New  Yorkers. 


Mayor 
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CG’s  Feedback 


First  Success  2000  venture: 

Open  station  zones 


MG  Kenneth  W.  Simpson 


Editor’s  Note:  Initiated  last  month,  the 
CG’s  Feedback  column  will  be  a regular  fea- 
ture of  the  Recruiter  Journal,  designed  to 
address  questions,  concerns,  and  issues  of 
importance  to  the  entire  Command. 


! In  the  May  edition  of  the  Recruiter 
Journal,  I stressed  the  vital  role  of  sta- 
tion commanders  in  the  recruiting  pro- 
cess and  stated  that  “we  will  continue 
to  . . . give  them  full  authority  commen- 
surate with  their  responsibility.” 

Over  the  next  few  months  we  will  an- 
nounce significant  policy  changes  specif- 
ically designed  to  empower  station 
commanders  to  lead  their  recruiters  to 
success.  The  first  policy  change  is  ready 
for  immediate  implementation. 


Effective  RSM  July,  all  recruiting  zones 
within  the  recruiting  station  boundaries  are 
open  for  prospecting  and  recruiting  activi- 
ties by  any  recruiter  assigned  to  the  recruit- 
ing station. 

This  change  gives  station  commanders 
greater  authority  and  flexibility  in  directing 
recruiting  efforts  and  prospecting  in  all  mar- 
kets and  allows  concentration  on  the  most 
productive  areas  within  the  station  bound- 
aries. 

Station  commanders  will  ensure  that  all 
markets  within  the  recruiting  station 
boundaries  are  worked.  Each  recruiter  will 
continue  to  have  an  area  of  operation  for  de- 
velopment of  COIs  and  VIPs,  posting,  and 
community  relations. 

Prospecting  and  recruiting  activities  by 
recruiters  outside  their  assigned  station 
booundaries  are  strictly  prohibited. 

School  Year  94  graduated  class  remains 
protected  until  Sept.  30,  1994.  Future  grad- 
uating classes  (SY  95  and  beyond)  remain 
protected  until  Sept.  30  each  year. 

This  supersedes  all  policies  and  regula- 
tory guidance  currently  in  effect  regarding 
recruiter  assigned  territories  or  zones. 
Changes  to  affected  regulations  will  be 
fielded  as  soon  as  possible.  This  policy  is  not 
to  be  supplemented  or  superseded. 

This  is  our  first  venture  into  Success 
2000;  let’s  make  it  work,  for  the  good  of  the 
Recruiting  Command  and  America’s  Army. 
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News  Briefs 


Moving  tax  ex - 
eludes  TLA,  TLE 

■ The  Internal  Revenue  Ser- 
vice is  clarifying  policy  on  the 
latest  tax  law  on  reimburse- 
ments for  servicemembers’ 
moving  expenses. 

Under  the  Omnibus  Budget 
Reconciliation  Act  of  1993,  relo- 
cation allowances  became  tax- 
able. At  first,  the  IRS  applied 
the  law  to  everyone  — military 
and  civilian.  The  result  would 
tax  the  temporary  lodging  ex- 
pense and  temporary  lodging  al- 
lowance, which  hadn’t  been 
targeted  before.  Then  the  IRS 
announced  that  the  tax  change 
wasn’t  intended  for  the  military 
after  all. 

The  reasoning  refers  to  the 
basic  allowances  for  quarters 
and  subsistence,  said  LTC 
Patricia  Clark,  chief  of  the  com- 
pensation and  entitlements 
branch,  Office  of  the  Deputy 
Chief  of  Staff  for  Personnel. 

“BAQ  and  BAS  are  currently 
not  taxable,”  Clark  said.  “And 
since  TLE  and  TLA  are  paid  to 
reimburse  the  soldier  for  lodg- 
ing and  subsistence”  during  a 
move,  “these  two  are  just  exten- 
sions of  already-non taxable  en- 
titlement. 

“So  they’re  not  overruling  the 
legislation,”  she  explained. 
“They’re  just  using  another 
paragraph  within  the  tax  law 
that  already  said  that  BAQ  and 
BAS  were  nontaxable,  then 
making  a leap  to  the  TLE  and 
TLA.” 

Army  officials  expect  the  IRS 
to  follow  up  with  more  details 
on  moving  allowances,  after  fur- 
ther study. 

Meanwhile,  military  officials 
are  pleased  with  the  change  in 
interpretation. 


“The  act  had  the  potential  of 
creating  serious  problems  for  up 
to  800,000  military  personnel,” 
said  Defense  Secretary  William 
Perry.  This  announcement  “re- 
solves the  dilemma  we  con- 
fronted concerning  these 
allowances.  The  financial  cloud 
over  the  head  of  our  military 
personnel  has  been  removed.” 

For  more  information  on  IRS 
rules  as  they  develop,  contact  a 
local  legal  assistance  attorney 
or  Army  Community  Service  fi- 
nancial counselor. 

Army  News  Service 

Jobs  program 
pays  employers 
to  train,  hire  vets 

M Businesses  nationwide  are 
taking  advantage  of  a jobs  pro- 
gram that  pays  employers  up 
to  $12,000  to  hire  and  train 
veterans  who  recently  sepa- 
rated from  the  Army,  accord- 
ing to  Labor  Department 
officials. 

Over  the  past  seven  months, 
almost  3,000  veterans  have 
been  matched  with  businesses 
seeking  workers  through  the 
Service  Members  Occupations 
Conversion  and  Training  Act 
(SMOCTA).  About  6,000  more 
will  be  matched  with  jobs  before 
the  program  runs  out  of  funds. 

SMOCTA  works  to  convert 
military  skills  into  those  more 
useful  in  the  private  sector  by 
making  it  advantageous  for  busi- 
nesses to  provide  training  and 
new  jobs  for  veterans. 

“Under  this  program,  $75  mil- 
lion was  allocated  to  help  em- 
ployers improve  and  expand 
their  businesses  with  high  cali- 
ber, highly  trainable  new  em- 
ployees — our  veterans,”  said 


Preston  W.  Taylor,  assistant 
secretary  of  labor  for  veterans 
employment  and  training. 

Employers  and  veterans  may 
obtain  more  information  about 
the  program  by  calling  toll-free 
(800)  442-2838  or  by  contacting 
their  local  state  employment 
service  office. 

Army  News  Service  (from  in- 
formation provided  by  the  US 
Department  of  Labor) 


USASMA  seeks 
roots  of  NCO 
Creed 

■ Soldiers  throughout  the 
Army  have  the  NCO  Creed 
framed  and  hanging  on  the 
walls  of  their  offices,  barracks 
rooms  and  day  rooms. 

However,  not  until  recently, 
has  anyone  paid  attention  to 
the  creed’s  birth. 

Soldiers  and  leaders  have 
been  calling  the  US  Army  Ser- 
geants Major  Academy,  asking 
for  the  author  and  when  it  was 
written.  The  academy’s  histo- 
rian, Dr.  Robert  Bouilly,  in 
turn,  began  his  own  research 
into  the  matter,  but  to  no  avail. 
Even  the  Center  for  Military 
History  lacks  clues. 

Anyone  who  can  provide  in- 
formation on  when  and  where 
they  first  saw  or  read  this  creed 
should  call  or  write  to  Bouilly 
at: 

Commandant,  USASMA 
Attn:  ATSS-CMH  (Dr.  Bouilly) 
11291  Sgt.  E.  Churchill  Street 
Fort  Bliss,  Texas,  79918-8002; 

or  call  (915)  568-8815  or  DSN 
978-8815. 

Army  News  Service  (from  a 
USASMA  release) 


July  1994 
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Pro  Talk 


Determining  needs 
and  interests 


by  SFC  Harold  Francis,  USAREC  Training 

Last  month’s  Recruiter  Journal  discussed 
how  to  establish  and  maintain  rapport.  This 
article  will  discuss  step  two  of  the  sales  presen- 
tation, determining  needs  and  interests. 

Once  rapport  is  established  with  the  pros- 
pect, you  must  find  out  what  his  needs  and  in- 
terests are.  A better 
way  to  explain  this 
would  be  to  say  that  you 
must  find  an  Army  op- 
tion or  program  that  fits 
the  prospect.  This  is 
where  you  utilize 
TEAMS  (training,  edu- 
cation, adventure, 
money,  and  service  to 
country).  Although  you 
may  have  rapport  with 
the  prospect,  his  or  her 
desire  and/or  motiva- 
tion to  buy  is  probably 
not  clear. 

Prospects,  like  anyone  else,  have  two  basic 
situations,  “want”  and  “need.”  The  difference  be- 
tween the  two  is  the  want  may  not  justify  the 
need.  An  example  would  be  that  your  child 
wanted  a computer  game  system.  However, 
what  he  or  she  needed  is  new  clothes  and  you 
don’t  have  the  money  to  purchase  both.  In  this 
situation  you,  as  the  adult,  would  make  the  deci- 
sion to  purchase  the  clothes  and  explain  to  the 
child  why. 

This  situation  closely  parallels  your  actions 
with  the  prospect.  A prospect  may  come  into  the 
interview  wanting  the  world  on  a silver  platter 


or,  on  the  other  hand,  have  absolutely  no  idea 
what  he  wants  or  needs.  It  is  critical  that  you 
can  tell  the  difference  and  approach  him  accord- 
ingly. A prospect’s  personal  opinion  of  himself 
will  vary  from  “the  best  thing  since  sliced 
bread”  to  “couldn’t  get  out  of  bed  without  help.” 
Again,  you  must  recognize  this. 

Finally,  applicants’  aspirations  (goals)  may 
not  necessarily  fit  their  mental  category,  physi- 
cal limitations,  or  other 
specific  prerequisites 
for  a certain  enlistment 
option.  However,  all  of 
these  problems  can  be 
overcome. 

While  talking  to  the 
prospect,  he  will  tell 
you  (directly  or  indi- 
rectly) why  they  came 
to  see  you.  Your  job  at 
this  point  is  to  be  atten- 
tive to  what  he  says, 
and  then  decide  two 
things  — Is  that  want 
actually  a need , and 
can  this  need  be  satisfied  by  an  Army  enlist- 
ment? 

One  way  to  establish  the  difference  is  to  ask 
your  prospect  why  “X”  is  important  to  him.  You 
may  find  out  that  “X”  is  actually  important  to 
his  parents  or  someone  else,  and  may  not  be 
what  he  really  wants  or  needs. 

The  fact  is,  until  you  completely  probe  each 
and  every  area  of  TEAMS,  the  prospect’s  actual 
need  (dominant  buying  motive)  is  not  a sure  bet. 
In  this  portion  of  the  presentation  the  prospect 
will  provide  you  the  information  necessary  to 
commit  them  — take  notes. 


The  acronym 
TEAMS  stands  for 
training,  education, 
adventure,  money, 
and  service  to 
country 
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It  is  critical  that  the 
prospect  makes  the 
final  decision.  Re- 
member, it  will  be 
next  to  impossible 
to  get  a commit- 
ment to  enlist  if  you 
are  selling  the 
wrong  interest  area. 

If  the  prospect  tells  you  that  training  is  not 
important,  don’t  continue  to  question  him  about 
it.  You  might  believe  that  training  should  be  im- 
portant; however,  your  beliefs  are  not  relevant, 
your  prospect’s  are! 

The  skill  of  listening  is  especially  critical  in 
this  area.  If  you  predetermine  what  you  are 
going  to  sell  to  the  prospect,  the  chances  of  mak- 
ing the  sale  drop  considerably.  Never  leave  the 
dominant  buying  motive  to  chance.  Assump- 
tions concerning  what  a prospect  will  enlist  for 
are  dangerous.  Remember,  a prospect  may  not 
know  what  he  might  want  to  get  from  the 
Army,  so  he  must  rely  on  you  to  tie  those  de- 
sires to  the  correct  set  of  options  and  benefits 
(his  need). 

USAREC  Reg  601-8-1  gives  suggestions  on 
various  ways  to  probe  TEAMS.  A rule  of  thumb 
is  that  normally  one  or  two  questions  on  a par- 
ticular interest  area  is  probably  not  enough.  Al- 
though you  don’t  want  to  turn  the  interview 
into  a interrogation,  complete  and  accurate  re- 
sponses to  your  questions  are  imperative.  The 
questioning  technique  used  should  be  as  relaxed 
and  low  stress  as  possible.  The  regulation  uses 
the  term  “open-ended,  fact-finding  questions.” 
Your  questions  should  be  formulated  to  draw 
conversational  responses  from  the  prospect.  Yes 
or  no  questions  should  be  avoided  due  to  the 
lack  of  information  that  they  can  reveal.  Probe 
the  interest  area  until  you  are  confident  about 


how  the  prospect  really  feels  about  it.  Some  re- 
cruiters worry  that  they  are  prying  or  getting 
too  personal.  Use  your  own  discretion. 

If  necessary,  explain  to  the  prospect  that  in 
order  to  provide  quality  advice  about  his  future, 
you  must  determine,  through  questions  and  an- 
swers, what  the  Army  (you,  the  recruiter)  can 
do  for  him.  The  bottom  line  is  that  if  you  don’t 
ask,  the  prospect  probably  won’t  volunteer  the 
information. 

Once  all  areas  of  TEAMS  have  been  covered, 
you  must  prioritize.  Choose  the  two  most  im- 
portant areas  (e.g.,  training  and  money)  and 
confirm  these  choices  with  the  prospect  in  re- 
verse order.  If  the  prospect  agrees  with  you, 
move  on  the  the  next  step  of  the  interview.  If, 
for  some  reason,  the  prospect  does  not  agree 
with  your  choices,  ask  him  what  he  feels  is  most 
important.  It  is  critical  that  the  prospect  makes 
the  final  decision.  Remember,  it  will  be  next  to 
impossible  to  get  a commitment  to  enlist  if  you 
are  selling  the  wrong  interest  area. 

Overall,  the  most  important  aspect  of  this 
portion  of  the  sales  presentation  is  to  determine 
the  prospect’s  needs.  Although  his  or  her  wants 
are  important,  you  may  not  be  able  to  match 
them  to  the  Army  (e.g.,  may  not  want  a hair 
cut).  Thus,  you  must  probe  until  you  can  dis- 
cover a need , if  one  exists.  The  need  is  what  you 
must  satisfy  with  some  part  of  an  Army  enlist- 
ment. 

Listen  to  your  prospect,  take  nothing  for 
granted  and  probe  to  identify  a need. 

Good  luck  and  great  recruiting! 

Note:  USAREC  Pam  601-8-1  and  USAREC 
Manual  100-5  are  currently  under  revision.  One 
major  revision  to  both  of  these  publications  is  a 
sequence  change  in  the  sales  presentation.  Pre- 
qualification has  been  moved  from  third  step  to 
fifth  step.  Rather  than  going  from  Determining 
Needs  and  Interests  to  Prequalification,  you  will 
now  go  directly  into  Presenting  Features  and 
Benefits.  Look  for  this  change  in  the  next  Re- 
cruiter Management  Update  and  USAREC  Man- 
ual 100-5. 


Comments  and  suggestions  for  future  arti- 
cles? Contact  SFC  Francis,  at  1-800-223- 
3735,  ext.  4-8991. 
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Ad-Vantage 


Purple  leads? 


Army  recruiters  can  thank 
the  Navy,  Air  Force,  Ma- 
rines, and  Coast  Guard  for 
some  of  the  leads  USAREC 
gets. 

That’s  because  of  efforts  by 
the  Joint  Recruiting  Advertising 
Program,  which  is  staffed  by  per- 
sonnel from  all  military  services. 

While  the  service  color  of 
JRAP  may  be  purple,  some  of  its 
work  is  definitely  Army  green. 

Located  in  Northern  Virginia, 
just  outside  Washington,  D.C., 
JRAP  may  be  best  known  to 
Army  recruiters  for  the  prospect 
lists  it  generates  five  times  a 
year. 

Recruiters  received  the  initial 
Class  of  1995  list  in  May.  Up- 
dates will  contain  new  names 
collected  by  the  American  Stu- 
dent List,  JRAP’s  source,  to  in- 
clude recent  ASVAB  testers. 

Recruiters  should  match  these 
JRAP  lists  against  home-grown 
files.  Recruiters  should  not  pur- 
chase lists  directly  from  vendors 
since  those  lists  often  duplicate 
what  JRAP  provides,  resulting 
in  a waste  of  government 
money.  JRAP’s  lists  are  espe- 
cially useful  to  recruiters  in 
areas  where  school  rosters  are 
hard  to  obtain. 

JRAP  lists  are  also  “cleaner” 
than  most  lists  offered  by  com- 
mercial vendors.  For  example, 
students  who  score  too  low  on 
the  ASVAB  are  purged  from  the 
JRAP  lists,  as  are  students  who 
have  asked  not  to  receive  mili- 
tary recruiting  materials  and 
those  in  prison.  Address  changes 
compiled  by  the  US  Postal  Ser- 
vice are  also  incorporated  into 
the  JRAP  printouts 
One  improvement  to  the  JRAP 
system  under  consideration  is 


The  Joint  Recruiting 
Advertising  Program 
is  staffed  by  military 
personnel  from  all 
services 


putting  the  list  data  on  labels. 
This  will  allow  recruiters  to 
more  easily  transfer  prospect  in- 
formation to  Lead  Refinement 
Lists. 

But  list  compilation  is  only 
one  way  JRAP  helps  Army  re- 
cruiters. 

One  highly-visible  lead  source 
is  Futures  magazine,  published 
each  October  and  mailed  to 
three  million  high  school  seniors. 

Packed  with  stories  about  ce- 
lebrities and  teen  issues  (“Dan- 
ger! Debt  Ahead,”  “Letting  Go: 
Relationships  After  High 
School”),  Futures  runs  only 
Armed  Forces  advertising.  The 
Army  and  Army  Reserve  ads,  of 
course,  include  our  toll-free  num- 
ber. Also  enclosed  in  the  maga- 
zine is  a business  reply  card, 
another  potential  lead  source  for 
the  Army. 

An  article  in  last  October’s 
issue  on  high  school  programs  to 
stop  teen  violence  generated 
thousands  of  letters  to  program 
founders,  evidence  the  publica- 
tion is  effective  and  well  read. 

Copies  of  Futures  are  mailed 
to  high  school  counselors  and 
military  recruiters. 

In  May,  JRAP  released  a radio 
public  service  announcement  to 
over  4,500  stations.  The  spot 
highlights  benefits  of  the  Mont- 


gomery GI  Bill  generic  to  all  ser- 
vices. 

A wall  poster  on  the  Montgom- 
ery GI  Bill  is  scheduled  for  dis- 
tribution to  Army  recruiting 
stations  by  the  fall. 

Being  tested  now  is  an  Armed 
Forces  letter  to  prospects  in  the 
workforce.  If  response  to  the 
test  is  good,  indicating  the  lists 
used  are  accurate,  a full  mail 
campaign  may  follow. 

JRAP  also  distributes  a com- 
prehensive ROTC  packet  to  high 
school  counselors.  That  helps 
Army  recruiters  by  positioning 
Army  service  as  an  attractive 
job  alternative,  especially  in  the 
mind  of  a key  school  official. 

Men  who  register  with  the  Se- 
lective Service  also  receive  a let- 
ter from  JRAP.  Responses 
generate  lead  cards  that  are 
passed  on  to  respective  service 
recruiters. 

An  ad  campaign  for  ASVAB  is 
run  in  numerous  educational 
publications.  The  campaign’s  in- 
tent is  to  prompt  school  officials 
to  call  local  recruiters  or  at  least 
be  more  receptive  to  students 
taking  the  test. 

A different  JRAP  print  cam- 
paign targets  influencers,  espe- 
cially parents.  These  ads  run  in 
general  market  magazines  such 
as  Reader’s  Digest  and  Peo- 
ple. A recent  campaign  featured 
a comment  from  GEN  Colin 
Powell  and  an  accompanying  ad 
with  the  message:  “If  you  never 
thought  of  your  child  as  a mili- 
tary type,  think  again.”  A new 
campaign  is  under  development. 

Except  for  the  prospect  lists, 
JRAP  generally  works  behind 
the  scenes  for  Army  recruiters. 
But  work  it  does,  as  both  an 
image  builder  and  lead  producer. 
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Konichiwa! 


— USAREC  goes  to 
Japan  for  a Subject 
Matter  Exchange 


by  MAJ  Edward  J.  Schmidt  Jr. 
Secretary  of  the  General  Staff  and 
COL  Stewart  K.  McGregor 
USAREC  Chief  of  Staff 


It 


all  started  back  in  December  1993 
when  USAREC  received  a message  from 
the  Commander,  US  Army  Japan  (USARJ) 
and  IX  Corps.  The  request  was  to  provide  a 
brief  to  the  Japanese  Ground  Self  Defense 
Force  (JGSDF),  commonly  known  as  the 
SDF,  on  the  US  Army  all-volunteer  recruit- 
ing process. 


This  brief  had  been  provided  once  before,  in 
February  1991,  by  MG  Jack  C.  Wheeler  and 
COL  John  C.  Myers,  director  of  Advertising  and 
Public  Affairs.  The  only  difference  this  time  was 
that  they  wanted  to  know  how  we  recruit  in  a 
low  propensity  market. 

Sound  familiar?  Believe  it  or  not,  Japan  is  in 
a recession  and  the  number  of  takers  from  previ- 
ous years  has  been  considerably  less.  The  hard 
part  about  their  request  was  how  we  were  to 
deal  with  the  situation,  and  what  possible  solu- 
tions we  could  provide. 

Sounds  tough?  You’re  right.  Lately,  at  the 
USAREC  Headquarters,  we  have  been  briefing  a 
number  of  foreign  countries  on  the  business  of  re- 
cruiting for  an  all-volunteer  army,  and  Japan  was 
just  one  of  them.  Basically,  it’s  pretty  fundamental 
stuff  when  you’re  dealing  with  the  old  Soviet  Bloc 
countries  such  as  Belarus  and  Ukraine. 

However,  when  we  were  asked  to  brief  Japan  on 
the  business  of  the  all-volunteer  army,  and  oh-by- 
the-way,  please  answer  a few  of  their  questions  on 
how  to  recruit  in  an  economic  recession  with  a low 
propensity.  . . . Well,  it  went  without  saying,  “We’ll 


FY94  PEH90MJC!  CmiECT  MATTER  EXCHAN. '.F  CONFERENCE 

*•';**  n * ’•  ♦ ' ' 


Participants  in  the  Subject  Matter  Exchange  in- 
cluded USAREC  representatives  SFC  Williams  (top 
row,  first  on  the  left)  MAJ  Schmidt  (top  row,  second 
from  the  left),  and  the  Chief  of  Staff,  COL  McGregor 
(bottom  row,  third  from  the  right).  COL  Timothy 
Decker,  DCSPER/G1  of  US  Army  Japan,  is  on  the 
bottom  row,  third  from  the  left;  bottom  row  center  is 
MG  Yujl  Fujinawa,  host  of  the  conference  and  Direc- 
tor of  Personnel  for  the  Japanese  Army’s  Ground 
Staff  Office. 
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To  respond  to  questions,  Dr.  Fukuda  would  take 
questions  in  Japanese,  translate  them  to  English, 
get  the  answer  and  translate  it  back  to  Japanese. 


get  right  back  to  you, . . . we’re  still  trying  to  find  the 
answer.” 

From  early  March  through  the  end  of  May  this 
year,  coordination  between  USAE.EC  Headquarters 
and  the  USARJ  DCSPER/G- 1 office,  located  at  Camp 
Zama,  near  Tokyo,  Japan,  and  the  Japanese  Ground 
Staff  Office  (GSO),  equivalent  to  our  DCSPER  and 
located  in  Tokyo,  was  conducted.  The  hardest  part 
was  deciding  what  the  agenda  was  going  to  be. 


It’s  rewarding  to 
know  that  super 
power  countries 
like  Japan  call 
upon  us  to  give 
them  advice 


The  Japanese,  as  you  know,  are  very  meticulous 
in  nature  and  want  to  be  able  to  analyze  the  solutions 
that  you  propose.  So,  over  the  course  of  time  in 
preparing  for  the  Japanese  SME  Conference,  we 
went  from  a general  to  a detailed  presentation.  The 
Japanese  were  interested  in  the  facts,  so  we  decided 
to  present  a comparison  of  facts  and  figures  over  a 
period  of  10  years  in  the  three  critical  areas  of 
recruiting:  budget,  personnel,  and  advertising.  I 
don’t  think  anyone  would  really  argue  on  these  being 
the  topics  of  discussion.  Ironically,  our  first  two 
topics  — budget  and  personnel  — were  also  critical 
issues  for  the  Japanese. 


SFC  Williams  demon- 
strated the  JOIN  to  the 
Japanese  members  of 
the  Subject  Matter  Ex- 
change Conference. 
The  Japanese  were  im- 
pressed with  our  NCO 
foxhole  recruiters; 
their  recruiting  is 
largely  performed  by 
officers. 
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After  nailing  down  the  final  brief  for  the  Japanese 
SME  Conference,  the  representatives  from  the  com- 
mand headquarters  set  out  for  Tokyo,  Japan.  Trans- 
lation was  critical;  this  was  accomplished  before  the 
USAREC  headquarters  representatives  departed  on 
June  5,  1994. 

The  translator  provided  to  USAREC  before  and 
during  the  brief  was  Dr.  Minoru  Fukuda.  Certainly 
a gentleman  who  knew  our  business  somewhat  be- 
fore hand,  Fukuda  graduated  from  our  Command 
and  General  Staff  College  (CGSC)  in  June  1990.  He 
is  a civilian  translator  for  the  Japanese  DCSPER,  in 
a section  that  is  equivalent  to  our  Joint  Visits  Bu- 
reau. 

The  approved  agenda  for  the  Japanese  SME  Con- 
ference lead  off  with  a command  orientation,  and 
then  went  into  the  process  of  budget,  personnel, 
advertising,  and  ended  up  with  automation  (high- 
lighting Recruiting  2000).  The  key  in  our  presenta- 
tion to  the  Japanese  SDF  was  to  demonstrate  not 
only  how  we  recruit,  but  also  who  we  consider  to  be 
the  foundation  of  the  organization  — our  recruiters, 
detailed  and  00R,  doing  what  they’re  paid  to  do, 
recruiting  the  quality  force.  (By  the  way,  our  meth- 
ods are  contrary  to  those  of  the  Japanese  all-volun- 
teer force,  which  places  more  emphasis  in  its  officer 
corps  to  do  the  job.) 

SFC  Toshiaki  Williams,  operations  NCOIC  of  the 
Santa  Ana,  former  foxhole  recruiter  and  guidance 
counselor,  gave  the  VIP  presentation  of  the  JOIN 
and  demonstrated  the  concept  platform  of  Recruiting 
2000.  Williams  speaks  fluent  Japanese,  which  was  a 
definite  asset  in  this  situation. 

Another  highlight  of  USAREC’s  presentation  to 
the  Japanese  SDF  was  our  advertising  piece.  The 
Japanese  were  very  interested  and  plan  to  visit 
USAREC  sometime  next  year  to  observe  how  we 
orchestrate  our  budget  and  our  proposal  process  with 
our  advertising  agency,  Young  and  Rubicam  (Y &R). 

Why  is  there  such  global  interest  in  our  business, 
recruiting  for  an  all-volunteer  recruiting  force?  Be- 
cause the  reputation  of  our  recruiting  force  precedes 
us.  We  have  built  a professional  corps  of  NCO  re- 
cruiters that  is  recognized  not  only  nationally,  but 
internationally  as  well.  In  other  words,  we  have 
already  gone  through  all  the  trials  and  tribulations 


SUBJECT  MATTER  EXCHANGE 


The  conference  concluded  with  a formal  exchange 
of  gifts  between  MG  Fujinawa  and  COL  McGregor. 


of  how  to  get  the  mission  done,  through  any  type  of 
economic  recession  or  boom. 

It’s  rewarding  to  know  that  super  power  countries 
like  Japan,  who  have  had  an  all-volunteer  force  for 
over  40  years,  call  upon  us  to  give  them  advice, 
lessons  learned,  and  basically,  how  did  you  make 
mission.  Keep  in  mind  that  today  all  superpower 
countries  are  looking  for  high  quality  applicants  to 
protect  our  similar  national  interest  — the  freedom 
and  liberties  to  succeed  in  open  markets  and  free 
trade. 

The  Japanese,  as  well  as  the  rest  of  the  foreign 
countries  that  we  have  briefed  so  far,  thank  you  for 
showing  them  the  way,  in  good  times  and  bad.  The 
common  denominator  for  all  of  these  countries  is  to 
recruit  quality  for  strong  armies  to  protect  our  com- 
mon national  interests. 

Noncommissioned  officers  assigned  past  and  pres- 
ent to  the  US  Army  Recruiting  Command,  thanks  for 
the  20  years  of  blood,  sweat  and  tears  in  making  this 
a great  and  quality  army,  America’s  Army,  certainly 
the  one  out  front  in  global  recruiting  for  an  all- 
volunteer force.  © 
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CSA  Awards 


Recruiters  of 
Excellence 


previously  announced,  June  through 
September  is  the  award  period  for  the  Chief 
of  Staff  of  the  Army  Recruiter  of  Excellence 
Association  Award  Program.  This  time  pe- 
riod helps  meet  end-of-year  production 
goals  and  builds  the  1st  Quarter  Delayed 
Entry  Program  pool. 

Each  year,  the  criteria  needed  to  earn  the 
award  are  based  on  the  needs  of  USAREC  and 
the  Army.  This  year’s  guidance  allows  for  equal 
recognition  and  representation,  as  follows: 

■ RA  Recruiters  — The  top  three  recruiters 
from  1st  and  2d  Brigades  and  the  top  two 
recruiters  from  5th  and  6th  Brigades  who 
have  made  box  and  have  the  highest  per- 
centage overproduction  of  Grad  A/B.  (1st 
and  2d  Brigades  have  an  extra  recipient  be- 
cause they  have  proportionally  more  re- 
cruiters.) 

■ USAR  Recruiters  — The  top  recruiter  from 
each  brigade  who  has  made  box  and  has 
the  highest  percentage  overproduction  of 
GCA/B.  (DMOSQ  will  count  for  overproduc- 
tion.) 

■ Limited  Production  Station  Commanders  — 
The  top  two  LPSCs  from  1st  and  2d  Bri- 
gades and  the  top  LPSC  from  5th  and  6th 
Brigades  whose  stations  have  made  box 
and  have  the  highest  percentage  overpro- 
duction of  Grad  A/B. 

■ Nurse  Recruiters  — The  top  RA  nurse  re- 
cruiter in  USAREC  and  the  top  USAR 
nurse  recruiter  in  USAREC  who  have 


To  help  meet  end-of- 
year  production 
goals  and  build  next 
year’s  DEP  pool 

made  box  and  have  the  highest  percentage 
overproduction  of  nurse  commissions. 

■ Nurse  LPSC  — The  top  Nurse  LPSC  in 
USAREC  whose  station  has  made  box  and 
has  the  highest  percentage  combined  (RA 
and  USAR)  overproduction  of  nurse  com- 
missions. 

■ First  Sergeants  — The  top  first  sergeant 
from  each  brigade  whose  company  has 
made  box  and  has  the  highest  percentage 
overproduction  of  Grad  A/B. 

Brigades  will  determine  winners  and  provide 
the  list  to  HQ  USAREC  by  Oct.  15,  1994.  Health 
Service  Directorate  at  HQ  USAREC  will  deter- 
mine the  brigade  representatives  from  the 
nurse  categories. 

The  Chief  of  Staff  of  the  Army  will  participate 
in  a special  awards  ceremony,  planned  to  occur 
during  the  Annual  Commanders  Conference  in 
1st  Quarter  FY  95,  to  recognize  and  reward 
those  recruiters  who  overachieved  during  the 
award  period.  Winners  will  receive  the  presti- 
gious CSA  Recruiter  of  Excellence  Association 
Certificate  and  tie  tack/lapel  pin.  The  certificate 
will  be  included  in  recruiters’  Official  Military 
Personnel  File.  © 
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Science  stai^of 
tomorrow  * * 

☆ „ ★ 
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★ 
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by  Melanie  Moore,  USAREC  A&PA 


ine  Army’s  interest  in  the  achieve- 
ments of  young  Americans  began  as  early 
as  1960  when  the  Army  began  to  partici- 
pate in  Science  and  Engineering  Fairs.  The 
Army  has  demonstrated  its  commitment  to 
student  achievement  and  to  technical  devel- 
opment by  actively  participating  as  a spe- 
cial awards  sponsor  at  regional,  state,  and 
international  science  and  engineering  fair 
competitions. 

The  Army  Research  Office,  as  well  as  Army 
Recruiting  Command,  Army  Cadet  Command, 
Army  Corps  of  Engineers,  and  Army  Reserve 
personnel,  just  to  name  a few,  help  judge  sci- 
ence projects  and  present  awards  on  behalf  of 
the  Secretary  of  the  Army.  Their  goal  is  to  recog- 
nize the  top  students  in  the  country  who  are  our 
future  science  stars  of  tomorrow.  Their  contribu- 
tions can  lead  to  amazing  discoveries  and  en- 
courage the  future  technical  development  of  our 
nation’s  youth. 

This  year’s  International  Science  and  Engi- 
neering Fair  (IS&E  Fair)  was  held  in  Birming- 
ham, Ala.,  May  10-13. 

The  three  top  Army  IS&E  Fair  winners  will 
receive  expense-paid  trips  to  Tokyo  and  London. 

Neil  Ashok  Hattangadi,  16,  from  Winter  Park 
High  School  in  Winter  Park,  Fla.,  and  Eden  Vetter 
Haverfield,  16,  from  Canterbury  School  in  Fort 
Myers,  Fla.  (Tampa  Bn),  were  selected  to  attend  the 
Japan  Student  Science  Awards  Ceremony  in  Tokyo, 


Japan,  in  January  1995.  They  will  both  receive  a 
$150  each  from  the  Association  of  the  United  States 
Army  and  $2,000  in  US  savings  bonds.  Hattangadi 
was  selected  for  his  botany  project,  No  More  Fertil- 
izers'? Nitrogen  Fixation  with  Nonlegumes:  Two-Year 
Study.  Haverfield  was  selected  for  her  micro-biology 
project,  E.  coli:  An  Alternative  Source  of  Heme. 

Sarah  Ann  Stienbarger,  18,  from  Southeastern 
High  School  in  Augusta,  111.  (St.  Louis  Bn),  was 
selected  to  attend  the  London  International  Youth 
Science  Forum  in  July  1994  at  the  University  of 
London.  She  will  also  receive  $2,000  in  US  savings 
bonds  and  $150  from  the  Association  of  the  United 


LTC  Walter  Stromquist,  from  Berwyn,  Pa.,  was  a 
judge  in  the  math  and  computers  category.  (Photo 
by  Melanie  Moore) 
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Eden  Vetter  Haverfield  won  for  her  micro-biology 
project,  E.  coli:  An  Alternative  Source  of  Heme. 
(Photos  of  winners  by  Todd  Lengnick/FocusOne) 


Neil  Ashok  Hattangadl  displays  his  botany  project, 

No  More  Fertilizers?  Nitrogen  Fixation  with  Nonlegumes: 
Two-Year  Study. 


States  Army.  Her  project  in  the  environmental  sci- 
ence category  was  Insecticidal  Value  of  Extracts  and 
Oils  of  Lamiaceae  Family. 

The  Department  of  the  Army  also  selected  13 
category  winners  to  receive  a certificate  of  achieve- 
ment, a gold  medallion  for  scientific/engineering  ex- 
cellence, and  $2,000  in  US  savings  bonds.  They  are 
as  follows: 

■ Behavioral  and  Social  Sciences  Winner  — 
Ryan  Edward  Bandy,  17,  Franklin  County 
High  School,  Winchester,  Tenn.  Project:  The 
Effects  of  DN A and  RNA  on  Transfer  of  Mem- 
ory in  Passalus  comaus.  (Nashville  Bn) 

■ Biochemistry  Winner  — Heather  Maria 
Matthews,  17,  Whitney  M.  Young  Magnet 
High  School,  Chicago,  111.  Project:  Molecular 
Markers  from  Two  Species  of  Soybean.  (Chi- 
cago Bn) 

■ Botany  Winner  — Victoria  Reynolds  Miller, 


14,  Saint  Agnes  High  School,  St.  Paul,  Minn. 
Project:  Effects  of  a Range  of  Altered  Gravity 
Simulations  on  Triticum  aestivum.  (Minne- 
apolis Bn) 

■ Chemistry  Winner  — Maria  N.  Sagastizabal, 
17,  Eau  Gallie  High  School,  Melbourne,  Fla. 
Project:  Analysis  of  Honey:  HPLC  Chromato- 
graph and  Sensory  Evaluation.  (Jacksonville 
Bn) 

■ Computer  Science  Winner  — Patrick  An- 
thony Vela,  17,  Montgomery  Blair  High 
School,  Silver  Spring,  Md.  Project:  Special- 
ized Neurons  in  Neural  Networks  for  Autono- 
mous Maze  Navigation.  (Baltimore  Bn) 

■ Earth  and  Space  Sciences  Winner  — Karl 
Eric  Anderson,  18,  Manzano  High  School,  Al- 
buquerque, N.M.  Project:  Computer  Simula- 
tion of  Rainfall  Erosion  Losses:  Phase  Two. 
(Phoenix  Bn) 
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Sarah  Ann  Stienbarger  was  selected  to  go  to  Lon- 
don with  her  environmental  science  project,  Insectici- 
dal Value  of  Extracts  and  Oils  of  Lamiaceae  Family. 


■ Engineering  Winner  — Matthew  David 
Graham,  16,  Saint  Johns  County  Day  School, 
Orange  Park,  Fla.  Project:  How  Much  Air- 
frame Ice  Is  Too  Much:  Three-Year  Study. 
(Jacksonville  Bn) 

■ Environmental  Sciences  Winner  — Todd 
Alan  Muth,  17,  Scranton  High  School,  Scran- 
ton, N.D.  Project  -.Absorption  of  Oil  on  Water: 
Cattail  Down  us.  Commercial  Product.  (Min- 
neapolis Bn) 

■ Mathematics  Winner  — Rahul  Manu  Kohli, 
16,  Detroit  County  Day  School,  Beverly  Hills, 
Mich.  Project:  Applications  of  Chebyshev  Trig- 
onometric Polynomials  to  Pell’s  Equation. 
(Great  Lakes  Bn) 

■ Medicine  and  Health  Winner  — Kevin  Bruce 
Jones,  17,  Parkway  West  High  School, 
Ballwin,  Mo.  Project:  In  vivo  Hematopoietic 
Effects  of  rhEPO  with  rmIL-3  or  rmSCF.  (St. 
Louis  Bn) 


■ Microbiology  Winner  — Amy  L.  Lawson,  17, 
Joplin  High  School,  Joplin,  Mo.  Project:  Anal- 
ysis of  Antibiotic  Resistance  in  Cattle  with 
Varying  Antibiotic  Exposure.  (Kansas  City  Bn) 

■ Physics  Winner  — Christine  Marya  Micheel, 
17,  Marshalltown  Senior  High  School,  Mar- 
shalltown, Iowa.  Project:  Effects  of  Dental 
Cements  on  Enamel  Surface:  Phase  Two.  (Des 
Moines  Bn) 

■ Zoology  Winner  — Eddie  Chon-wai  Wu,  17, 

Los  Gatos  High  School,  Los  Gatos,  Calif.  Proj- 
ect: A Novel  Binding  Substance  in  Ascidia 
nigra.  (Sacramento  Bn) 

One  of  the  Army  mathematics  judges  at  the  IS&E 
Fair,  LTC  Walter  Stromquist,  said,  “We  don’t  see  bad 
projects  here,  but  we  do  see  some  projects  that  fail  to 
go  beyond  basic  reference  books.  I specifically  look  to 
see  what  the  student  found  out  by  experiment  that 
he  or  she  didn’t  already  know  from  reference  books. 
Then  I ask  the  student  how  he  or  she  knows  the 
results  are  true?  This  year’s  mathematical  winner 
presented  a series  of  original  theorems  in  number 
theory,  correcting  Pell’s  Equation  (in  number  theory) 
with  Chebyshev  polynomials  (in  analysis).  The  thing 
that  made  his  project  better  than  the  others  was  that 
he  had  deep  results,  clearly  stated  and  clearly 
proved,  that  corrected  concepts  from  two  different 
areas  of  mathematics.” 

Dr.  Madeline  B.  Swann,  a chemist  with  the  US 
Army  Research  Laboratory  and  IS&E  Fair  judge, 
said,  “The  student  winner  in  the  chemistry  category 
chose  a project  in  a new  area  of  chemistry  which  she 
expanded  into  a solution  for  a real  world  problem. 
She  conducted  an  extremely  thorough  literature 
search.  She  also  conducted  a thorough  review  of 
laboratory  techniques,  including  federal  tests.  She 
actually  conducted  the  research  and  could  explain  it. 
That’s  what  made  hers  a winning  project.” 

Engineering  category  judge,  LTC  George  R.  Con- 
nell, said,  “I  look  for  a project  to  display  creativity 
(something  new),  scientific  thought,  a scientific  and 
engineering  goal,  thoroughness,  skill,  and  clarity. 
The  display  should  be  neat  and  show  evidence  of  good 
scientific  procedure.  It  should  also  show  a clear  un- 
derstanding of  the  purpose,  hypothesis,  procedure, 
results,  and  conclusion.  Our  winning  project  dis- 
played all  those  aspects.  Also,  when  developed  fur- 
ther, it  has  a great  potential  application  for  the 
aircraft  and  airline  industry.  All  projects  at  the  IS&E 
Fair  are  winners  by  virtue  of  being  in  Birmingham. 
I wish  it  were  possible  to  give  out  prizes  to  all 
participants  at  the  fair.”  @ 
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The  Test 


1.  Which  of  the  following  is  not  a critical  task 
of  successful  selling? 

A.  Prospecting 

B.  Processing 

C.  Establishing  rapport 

D.  DEP/DTP  maintenance 

2.  What  is  the  second  step  of  the  sales  presen- 
tation? 

A.  Determine  qualifications 

B.  Establish  rapport 

C.  Closing 

D.  Determine  needs  and  interests 

3.  A prospect  who  is  interested  in  skill  train- 
ing and  job  security  would  fall  into  which  mar- 
ket segment? 

A.  College  oriented 

B.  Employment  oriented 

C.  Both  A and  B 

D.  None  of  the  above 

4.  The  acronym  MR  ACE  SING  is  used  in  what 
part  of  the  sales  presentation? 

A.  Establish  rapport 

B.  Closing 

C.  Asking  for  a referral 

D.  FEBA 

5.  What  is  the  most  efficient  and  cost-effec- 
tive method  of  prospecting? 

A.  Face  to  face 

B.  Area  canvass 

C.  Telephone 

D.  TPU  referral 

6.  What  is  the  first  step  of  the  telephone  call? 

A.  Identify  yourself  and  the  Army. 

B.  Establish  rapport. 

C.  Prequalify. 

D.  None  of  the  above. 

7.  Face-to-face  prospecting  occurs  on  a daily 
basis. 

A.  True 

B.  False 

8.  Are  house  calls  considered  face-to-face 
prospecting? 

A.  Yes 

B.  No 


9.  Which  USAREC  pamphlet  covers  the  sales 
book  presentation? 

A.  USAREC  Pam  350-7 

B.  USAREC  Pam  601-15-1 

C.  USAREC  Pam  601-8-1 

D.  None  of  the  above 

10.  What  does  the  acronym  FEBA  stand  for? 

A.  Front  edge  of  the  battle  area 

B.  Fact,  evidence,  benefit,  agreement 

C.  Fact,  evidence,  bonus,  agreement 

D.  None  of  the  above 

11.  How  many  steps  are  in  the  recruiting  pro- 
cess? 

A.  7 

B.  10 

C.  3 

D.  5 

12.  The  EST  may  not  be  administered  outside 
the  recruiting  station. 

A.  True 

B.  False 

13.  College  seniors  and  graduates  who  have 
scored  110  or  higher  on  the  general  training 
(GT)  portion  of  the  ASVAB  must  be  advised 
about  OCS  and  WOFT  programs. 

A.  True 

B.  False 

14.  Which  regulation  contains  detailed  require- 
ments for  special  tests  associated  with  certain 
enlistment  options? 

A.  UR  61 1-201 

B.  AR  601-210 

C.  AR  600-201 

D.  UR  350-4 

15.  USAR  Army  nurse  recruiters  must  escort 

the  applicant  to  the drill(s)  upon  receipt 

of  orders. 

A.  first  four 

B.  first  three 

C.  first  two 

D.  first 


(The  answers  to  this  month’s  Test  can  be 
found  on  the  inside  back  cover.) 
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The  Way  I See  It 


C k 

All  “The  Way  I See  It"  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly.  Those  that  are 
signed  and  include  a phone  number  will  receive  a phone  call  within  48  hours  of  receipt.  Those  with  ad- 
dresses will  receive  a written  response  approximately  3 weeks  from  receipt. 

\ w 


A recruiter  writes: 

The  way  I see  it,  December  should  be  a zero 
mission  month.  If  it  were  planned  for  the,  mis- 
sion normally  assigned  to  December  could  be 
spread  out  over  the  other  months.  That  way  we 
could  all  spend  a little  more  time  with  family 
and  friends  during  the  holiday  season. 

We  all  remember  how  it  was  in  the  main- 
stream with  half-day  schedules  and  holiday 
schedules.  As  a recruiter  I am  always  telling 
young  men  and  women  about  the  amount  of 
time  off  they  will  get  in  the  Army.  However,  to 
that  prospect  I am  the  Army  and  what  they  see 
is  how  hard  and  long  we  work. 

Commanders  at  all  levels  everywhere  in  the 
Army,  except  USAREC  seem  to  understand  that 
giving  the  soldier  that  time  at  Christmas  goes  a 
long  way  to  improve  morale  and  they  see  the 
benefit  throughout  the  year.  I am  a station  com- 
mander and  00R,  so  I know  how  important  the 
mission  is,  but  like  I stated  earlier,  if  the  mis- 
sion was  spread  out  so  that  the  yearly  mission 
was  met  how  would  it  hurt  to  have  a zero  mis- 
sion in  December?  My  experience  has  shown  me 
that  most,  not  all,  of  our  applicants  that  we  are 
working  in  December  put  the  processing  cycle 
on  hold  anyway.  However,  my  first  sergeant 
and  sergeant  major  don’t  want  to  hear  that. 
They  just  want  to  hear  about  who  is  going  to 
join  the  Army  now! 

Recruiting  is  a very  stressful  job  and  Decem- 
ber is  a very  stressful  time  of  year.  So  why  don’t 
we  do  something  like  this  to  ease  the  stress  and 
promote  morale  in  USAREC  like  the  rest  of  the 
Army?  I believe  the  positive  impact  on  the 
whole  command  would  far  out  way  any  negative 
to  an  idea  like  this. 

The  Chief  of  Staff  responds: 

Thank  you  for  taking  the  time  to  share  your 
thoughts  on  making  December  a zero  mission 
month  and  spreading  the  mission  for  December 
throughout  the  remaining  months. 

Although  December  accessions  are  histori- 
cally the  lowest  because  of  fewer  training  seats, 
December  has  been  a good  contract  month.  In 


December  1992,  we  produced  6,820  contracts  for 
an  achievement  level  of  89  percent,  higher  than 
five  other  months  in  FY  93. 

Additionally,  December  accounts  for  8.6  per- 
cent of  FY  contracts.  This  is  too  much  to  spread 
out  over  the  other  11  months.  In  1993,  we 
achieved  only  92  percent  for  contract  mission.  It 
does  not  seem  reasonable  to  expect  to  improve 
on  that  achievement  by  increasing  mission  each 
month. 

This  FY  we  are  struggling  to  meet  our  acces- 
sion mission.  We  need  near  term  shippers  (i.e. 
grads)  to  meet  the  accession  mission.  In  any 
year  such  as  this,  we  could  not  afford  to  give  up 
those  contracts  we  get  from  the  month  of  Decem- 
ber. 

We  understand  the  holiday  season  with  all  of 
its  attendant  activities  and  encourage  everyone 
to  spend  quality  time  with  their  families. 
Thoughtful  planning  can  make  personal  or  fam- 
ily time  possible  without  hurting  productivity. 

A recruiter  writes: 

Upon  completion  of  the  test  in  the  April  94  edi- 
tion of  the  Recruiter  Journal,  I noticed  two  dis- 
crepancies. Question  number  2 asked  what  had 
to  be  original  on  369.  There  was  no  correct  an- 
swer. USAREC  Reg  601-94  shows  an  obsolete 
form  dated  1983.  The  correct  DD  Form  369 
should  be  December  1990.  Can  we  get  the  correct 
form  in  USAREC  Reg  601-94  in  the  next  update? 

One  question  asked  is  how  long  can  a guidance 
counselor  be  a quality  counselor  NCO.  At  station 
level  we  do  not  have  copies  of  USAREC  Reg  601- 
96. 

There  are  recruiters  out  here  who  want  to 
strive  to  the  next  higher  level.  If  possible,  can 
each  station  have  a set  recruiting  company  opera- 
tional and  administration  (updates),  and  recruit- 
ing brigade  and  battalion  operational  (updates)? 

I for  one  read  regulations. 

The  Chief  of  Staff  responds: 

Your  attention  to  detail  should  be  commended. 
There  is  in  fact  a disparity  between  USAREC 
Regulation  601-94,  Police  Records  Check,  and 
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the  DD  Form  369  currently  in 
use.  The  correct  answer  to  the 
test  question  should  be 
“blocks  12-16.”  The  next  up- 
date to  USAREC  Regulation 
601-94  will  reflect  the  current 
DD  Form  369,  dated  Dec  90. 

The  correct  answer  to  the 
test  question  concerning  qual- 
ity control  NCO  is  B.  The  ref- 
erence is  USAREC  Regulation 
601-96,  Guidance  Counselor 
Procedures,  Appendix  1-2,  b(3). 

Our  budget  sensitive  envi- 
ronment precludes  the  distri- 
bution of  all  regulations,  other 
than  those  which  are  re- 
quired, to  station  level.  The  in- 
formation contained  in  these 
regulations  is  normally  not  ap- 
plicable to  levels  below  their 
original  distribution  point.  I 
applaud  your  interest  in  ca- 
reer advancement  and  offer  a 
suggestion.  Concentrate  on 
preparing  for  the  Skill  Devel- 
opment Test  (SDT).  Utilize 
the  soldiers  manuals  and  reg- 
ulations found  at  your  level.  A 
solid  SDT  score  could  have 
definite  impact  on  your  pro- 
gression to  the  next  level  of  re- 
sponsibility. 

Point  of  contact  for  the 
monthly  recruiter  test  is  SFC 
Harold  Francis,  Training  and 
Plans  Directorate,  at  toll  free 
1-800-223-3735,  extension 
4-8991  or  DSN  464-8991.  We 
appreciate  your  dedication  to 
duty  and  your  suggestions  to 
The  way  I see  it  program! 


A recruiter  writes: 

The  US  Army  is  the  only  ser- 
vice that  I know  of  that  is  ac- 
cepting prior  service.  On  a 
daily  basis  I meet  young  men 
and  women  who  thought  they 
made  the  right  decision  by  ETS- 
ing,  and  now  find  out  they 
want  in  again.  As  per  regula- 
tions the  person  that  we  accept 
falls  into  a category  more  or 
less  with  4 years  and  is  an  E-4; 
anything  else  I have  yet  to  see 
approved.  My  reason  for  voic- 
ing this  is  because  there  are  a 
lot  of  quality  soldiers  who  are 
out  there  as  E-5s  with  a little 
more  time  than  that  and  are 
good  stand  up  soldiers.  Re- 
cently we  have  had  several 
grade  determination  waivers, 
etc.  shut  back  down. 

The  way  I see  it:  the  US 
Army  is  known  to  take  prior 
service.  Instead  of  turning  our 
heads  on  opportunities  who 
would  not  only  benefit  the  US 
Army  and  the  individuals  that 
want  nothing  more  than  to 
serve  their  country  once  again, 
we  accept  or  raise  our  eager- 
ness to  show  our  appreciation 
to  individuals  who  have  al- 
ready served  proudly  by  letting 
them  serve  again  as  opposed  to 
letting  them  kick  pebbles  in 
the  parking  lot  by  giving  them 
the  cold  shoulder  and  a “don’t 
let  the  door  hit  you”  attitude. 
The  Chief  of  Staff  responds: 

Thank  you  for  your  participa- 
tion in  The  way  I see  it  pro- 


gram and  sharing  your  idea 
with  us. 

As  you  know,  the  United 
States  Army  has  been  get- 
ting smaller  over  the  last 
few  years  as  we  continue  to 
downsize.  Several  programs 
were  developed  to  help  ac- 
complish this  monumental 
task.  One  of  these  was  the 
implementation  of  tighter  re- 
tention control  standards  for 
soldiers. 

All  grade  determinations 
and  retention  control  excep- 
tions are  handled  by  Depart- 
ment of  the  Army  on  a case 
by  case  basis.  The  soldier’s 
pay  grade,  MOS,  time  in  ser- 
vice, and  potential  for  ad- 
vancement are  evaluated. 
Understandably,  for  this  pro- 
gram to  continue  to  be  effec- 
tive, only  the  most  qualified 
are  approved. 

How  an  applicant  reacts 
to  being  denied  enlistment 
is  directly  attributed  to  how 
this  information  is  given  to 
them  by  you,  the  Army  re- 
cruiter. These  individuals 
should  be  treated  with  the 
dignity  and  respect  they 
have  earned.  We  must  en- 
sure that  they  understand 
the  exact  reason  why  they 
are  not  eligible  and  do  so  in 
a positive  manner.  Remem- 
ber, these  individuals  are  in- 
fluential in  the  community 
and  can  greatly  assist  you  in 
your  recruiting  efforts. 


How  do  you  see  it?  Send  your  comments 
on  the  form  on  page  21. 
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Vision  implies  change.  Change  is  upon  us. 
We  are  better  off  to  participate  in  change  and  to 
help  shape  it  than  to  be  dragged  along  by  change. 
You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are 
your  ideas  for  improving  operations?  Share  them 
on  the  space  below  and  mail  this  according  to  the 
instructions  on  the  back  of  this  form,  postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support 
staff,  and  family  members  are  encouraged  to  use 
this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we 
can  accomplish  more  than  working  as  individuals. 
Share  your  vision  for  the  future  of  the  U.S.  Army 


Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  USAREC  Chief  of  Staff, 
Fort  Knox,  Ky. 


HQ  USAREC  Fm  1825,  1 Jan  91 
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A chance 
success 


— Recruiter  zone  analysis 


Story  and  photo  by  Jo  Adail  Stephenson, 
Albany  Battalion  A&iPA 


Recruiter  zone  analysis  is  a fact 

of  life  for  recruiters,  station  commanders,  com- 
pany and  battalion  leadership  teams  and  bri- 
gade and  U.S.  Army  Recruiting  Command 
marketing  and  mission  personnel. 

Usually  an  RZA  is  done  once  during  a battal- 
ion commander’s  tour,  or  about  every  24 
months  unless  drastic  changes  occur  in  market 
conditions  in  geographic  areas. 

However,  USAREC  is  in  the  process  of  going 
through  RZAs  command-wide,  which  is  not  the 
norm,  according  to  a USAREC  RZA  team  mem- 
ber. 


The  reason  is  to  realign  recruiter  zones  to  be 
able  to  authorize  400  more  slots  for  regular 
Army  recruiters  command-wide  by  the  end  of 


FY  94. 


Why  are  more  recruiters  needed? 

Because  the  command  has  to  begin  prepara- 
tions now  to  meet  its  contract  mission  for  FY  96 
which  will  more  than  likely  be  about  110,000, 
says  LTC  Ken  Beatty,  RZA  team  chief,  Market- 
ing and  Mission  Division,  Program  Analysis 
and  Evaluation  Directorate,  HQ  USAREC. 

“The  command  has  to  be  positioned  to  Fill  the 
needs  of  the  Army.  More  recruiters  are  needed 
to  be  in  place  and  on  production  as  soon  as  pos- 
sible so  that  by  fourth  quarter  of  FY  94,  we  can 
build  the  DEP  pool  to  make  the  accomplish- 
ment of  the  FY  96  mission  possible,”  Beatty 
adds. 


The  DEP  pool  for  FY  95  and  going  into  FY  96 
will  have  to  be  about  40  percent.  For  FY  95, 
that  means  about  28,000  contracts  will  have  to 
be  written  by  fourth  quarter,  FY  94  and  an- 
other 40,000  written  in  FY  95  to  accomplish  the 
FY  96  mission,  he  explains. 

It  is  estimated  that  by  FY  96  the  RA  re- 
cruiter strength  may  swell  to  4,900  in  order  to 
accomplish  this  mission  increase. 


Presently,  USAREC  is  in  the  process  of  going 
from  4,200  to  4,600  RA  recruiters.  This  is  a re- 
sult of  the  brigades  and  USAREC  coming  to  an 
agreement  that  the  plus-up  of  400  recruiters 
will  be  divided  between  each  brigade,  which 
means  about  a 26  percent  share  for  1st  Brigade, 
Beatty  notes. 

“Based  on  the  share  of  Department  of  De- 
fense take,  the  mission  for  1st  Brigade  will  be 
about  24  percent.  What  this  does  is  link  the 
RZA  and  mission  process.  It  breaks  the  para- 
digm that  recruiter  equals  mission.  If  we’ve 
done  the  RZAs  right,  ultimately  at  the  lowest 
level  (recruiting  station),  you  can  cut  sections 
equally. 

“We  don’t  establish  zones  on  transient  cri- 
teria or  cut  zones  according  to  “personalities.” 
The  bottom  line  is  to  give  all  recruiters  an  equi- 
table chance  of  success,”  he  emphasizes. 

Write  rates  (the  number  of  contracts  written 
per  recruiter)  will  have  to  increase  by  FY  96, 
but  that’s  because  of  the  higher  command  mis- 
sion, according  to  Beatty. 

“Write  rates  do  not  determine  the  mission. 
Rather,  write  rates  may  be  an  indicator  of  the 
potential  of  one  recruiter’s  zone  compared  to  an- 
other and  should  be  different  if  the  zones  are 
different,”  he  adds. 

The  contract  mission  for  FY  89  was  roughly 
the  same  as  what  is  being  estimated  for  FY  96, 
but  the  command  had  1,000  more  RA  recruit- 
ers, slightly  lower  quality  marks  and  almost 
double  the  advertising  money,  Beatty  notes. 

Add  to  those  factors  what  recruiters  already 
know  — the  market  has  changed  and  it’s  a 
tougher  market  for  recruiting.  This  has  caused 
the  command  to  begin  realigning  its  boundaries 
and  plussing-up  its  soldiers  in  order  to  be  com- 
bat-ready to  tackle  its  FY  96  mission. 

“You’re  going  to  see  a lot  of  changes  during 
the  next  year  or  two,”  Beatty  says. 
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SFC  Christopher 
Downing,  CPT  Edward 
Smith,  and  SFC  Kathy 
Fruin  work  hard  dur- 
ing the  Albany  Battal- 
ion RZA. 


What  is  this  thing  we  call  RZA  ? 


What  is  an  RZA?  Recruiter  Zone  Analysis  is 
simply  the  process  of  analyzing  computer- 
generated data  to  make  sure  each  recruiter  has 
an  equitable  market  in  which  to  be  successful. 

Station  commanders  and  CLTs  should 
periodically  review  their  zones,  especially  prior  to 
an  RZA.  Production  data  by  ZIP  code  is  available 
from  each  battalion  operations  section. 

Station  commanders  should  be  looking  for 
disparities  in  the  DoD  market  take,  GSA 
production  and  the  market  share  figures  in  each 
station  zone.  Then  they  need  to  compare  the 
zones  assigned  to  the  station,  Beatty 
emphasizes.  For  CLTs,  they  also  need  to  compare 
zones  within  stations  and  zones  throughout  the 
company. 

Battalion  RZAs  begin  by  having  CLTs  and 
station  commanders,  by  company,  work  with  the 
RZA  team  to  build  zones  within  stations  by 
verifying  ZIP  codes,  high  schools,  and  colleges. 

The  current  rule  of  thumb  is  a yearly 
production  average  of  30  to  33  DoD  GSAs  and 
1 50  to  300  high  school  senior  males  in  each 
active  recruiter  zone.  Recruiters  should  be  able 
to  drive  to  75  percent  of  their  market  within  90 
minutes. 

For  Reserve  recruiters,  each  zone  is  based  on 
the  number  of  training  seat  supported  vacancies. 
Theoretically,  the  Reserve  recruiter  is  positioned 
to  cover  as  much  of  the  50-mile  radius  around 
the  Reserve  unit  as  possible  and  within  a 90 


minute  drive  time  of  his  market.  Reserve  mission 
is  based  on  vacancies.  Current  vacancy 
structure  and  TPU  attrition  drive  the  mission. 

Battalions  must  consider  facilities  when  posi- 
tioning their  recruiters.  Excess  space  should  be 
utilized  whenever  possible.  Collocated  facilities 
(those  that  we  share  with  other  recruiting  ser- 
vices) are  particularly  important  to  fill  since  we 
continue  to  pay  for  any  unused  space. 

Usually  the  RZA  team  can  work  two  compa- 
nies a day  during  a battalion  RZA,  depending  on 
the  work  done  by  station  commanders  and  CLTs 
prior  to  the  RZA. 

After  the  RZA  data  has  been  compiled  and  veri- 
fied and  the  mapping  of  each  zone  completed, 
the  RZA  is  ready  for  battalion  commander  ap- 
proval. 

From  the  battalion  level,  the  paperwork  is  for- 
warded through  the  respective  brigade  and  then 
to  USAREC  for  final  approval.  During  this  pro- 
cess, the  paperwork  is  rechecked  for  accuracy. 

What  results  should  occur  after  an  RZA  is  com- 
pleted? 

“It’s  really  up  to  leaders  at  all  levels  to  make 
sure  the  new  zones  are  implemented.  Recruiters 
will  be  the  first  to  know  if  their  market  changes. 
Changes  can  be  made  to  portions  of  the  battalion 
area  using  a “spot  RZA,”  a scaled-down  RZA  af- 
fecting only  those  areas  that  change,”  Beatty 
says. 
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What’s  a PAT? 


A process  action 


team 

by  Warren  Nielsen,  Total  Recruiting  Quality 
Coordinator 


To  date  the  RZA  process  action  team  has  flow- 
charted all  aspects  of  the  process  from  station 
level  to  the  headquarters,  and  identified  26  con- 
cerns or  problem  areas  wihin  the  RZA  process. 
This  initial  list  was  discussed  and  prioritized 
into  the  top  five  major  concerns: 

■ Facilities 


Recent  articles  in  the  Recruiter 

Journal  have  talked  about  the  emergence 
of  the  quality  management  movement 
within  the  command.  The  basic  components 
of  this  management  philosophy  centralize 


on: 


■ Customer  focus 

■ Performance  measurements  on  what  we  do 

■ Identifying  and  solving  problems  through 
teams 

■ Continuous  process  improvement 


The  Army’s  working  as  a team  is  not  a new 
idea.  Ask  any  squad  leader  how  important  team- 
work is  within  the  accomplishment  of  the  over- 
all mission.  Every  member  of  that  unit  is  relied 
upon  to  contribute  to  the  successful  accomplish- 
ment of  the  task  at  hand. 


An  intregal  part  that  makes  the  Total  Recruit- 
ing Quality  (TRQ)  efforts  successful  is  the  hard 
work  of  the  Process  Action  Team. 


These  cross-functional  teams  are  comprised  of 
the  subject  matter  experts  (SMEs)  who  are  fa- 
miliar with  the  intricacies  of  certain  tasks,  pro- 
cesses or  systems.  One  such  team  is  currently 
reviewing  the  RZA  process.  This  particular 
team  is  has  representatives  from  all  four  bri- 
gades, some  recruiting  battalions  and  the  pri- 
mary headquarters  players. 

The  team  spent  three  days  learning:  the  basic 
fundamentals  of  the  quality  management  philos- 
phy;  how  the  Recruiting  Command  has  inte- 
grated quality  principles;  team  dynamics;  and 
the  use  of  measurement  tools  for  analysis  and 
display. 


■ Requirement  to  conduct  RZAs 

■ Accurate  and  timely  guidance 

■ Lack  of  education  and  expertise  at  all  levels 

■ Updating  data  bases  (CIMS,  RFMIS) 


What’s  not  in  USAREC’s  control 

For  example,  the  team  determined  that  facilities 
are  and  will  continue  to  be  a major  issue.  Rather 
than  dismissing  that  issue  as  out  of  USAREC's  con- 
trol, the  team  issued  invitations  to  representatives 
of  the  Army  Corps  of  Engineers  and  the  DoD  Joint 
Recruiting  Facilities  Committee.  Both  attended  the 
last  meeting  of  the  PA  T on  May  1 2.  Both  gained 
an  appreciation  for  the  problems  facing  USAREC, 
and  members  of  the  PA  T were  educated  on  the  re- 
alities of  facilities  limitations  at  the  highest  levels. 


The  process  action  team  will  be  making  rec- 
ommendations on  how  to  improve  the  overall 
process.  Since  this  team  represents  all  levels  of 
the  command,  all  individual  brigade  and  head- 
quarters concerns  will  be  addressed.  By  listen- 
ing to  the  user  of  the  process,  the  customers’ 
needs  will  be  served.  Look  for  new  improve- 
ments in  the  RZA  process  as  the  Process  Action 
Team  completes  its  final  review  and  recom- 
mends changes/adjustments  to  one  of  the 
Command’s  must  important  processes. 

A final  thought:  TEAM  is  an  acroynm  — 
Together 
Everyone 
Achieves 
More 
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Securing  DEP 
members 

by  Jackie  Rhodes,  Columbus 
Bn A&PA 

■ “One  sure  way  to  produce  a 
DEP  loss  is  to  ignore  your 
DEPers,”  said  SFC  Tommy 
Baker,  Dayton  West  station  com- 
mander. “Recruiters  are  respon- 
sible to  keep  their  DEPers 
interested  and  motivated.” 

He  said  holding  a company- 
wide DEP  meeting  is  one  way  to 
do  this. 

“Mixing  young  people  from 
inner-city,  suburban,  and  rural 
areas  lets  them  discuss  their  de- 
cisions with  each  other,”  Baker 
said.  “This  gives  them  peer  sup- 
port, encouragement,  and  rein- 
forces their  decisions.” 

DEP  member  Frank  Cole- 
man, who  was  feeling  apprehen- 
sive, attended  the  January 
Dayton  Company  DEP  meeting. 
He  met  other  young  people  who 
made  the  same  decisions  as  he 
did,  and  he  received  hands-on 
training  to  prepare  him  for  basic. 

“Allowing  the  recruits  to 
touch  and  understand  the  Army 
equipment  that  will  soon  be- 
come part  of  their  lives,  to  par- 
ticipate in  drill  and  ceremony, 
and  to  face  basic  training  with 
certainty  will  make  them  suc- 
cessful soldiers,”  Baker  said. 

CPT  Mark  Green,  Dayton 
Company  commander,  stresses 
the  importance  of  company  DEP 
meetings  not  only  for  retention 
of  recruits,  but  also  for  bonding 
and  team  building  for  his  re- 
cruiters. 

“Pulling  together  as  a team 
produces  more  positive  results 
than  each  member  going  a sepa- 
rate direction,”  Green  said. 

Time  management  is  import- 
ant. 

“Don’t  create  or  allow  for 
downtime  once  the  meeting 
starts.  Keep  the  recruits  moti- 
vated, and  they  will  give  you  re- 
ferrals and  inspire  their  guests 
to  join,”  Green  said. 


Dayton  DEP  members  learn  the  fine  art  of  camouflage  during  a company  DEP  function. 
(Photo  by  Brian  Lepley) 


Hawks  are 
honored 

by  Tony  Johnson,  2d  Bde  A&PA 

■ MG  Kenneth  Simpson,  during 
a recent  visit  to  Atlanta,  teamed 
up  with  several  top  recruiters  to 
congratulate  the  Atlanta  Hawks 
basketball  team  on  the  Hawks’ 
successful  Stay  in  School  pro- 
gram. 

An  Uncle  Sam  plaque  was  pre- 
sented to  Lee  Douglas,  executive 


vice  president  of  the  Hawks,  by 
Simpson  on  behalf  of  the  Re- 
cruiting Command  during  pre- 
game activities. 

Several  top  recruiters  from 
the  Atlanta  and  Montgomery 
Battalion  were  on  hand  for  the 
game  between  the  Atlanta 
Hawks  and  Seattle  Seahawks. 

This  ceremony  was  an  excel- 
lent opportunity  for  the  Army 
to  reinforce  its  own  Stay  in 
School  program  to  the  sell-out 
crowd  of  16,100. 


Proper  military  courtesy  is  shown  MG  Simpson  by  Harry  the  Hawk,  mascot  for 
the  Atlanta  Hawks  basketball  team.  (Photo  by  Chuck  Sears) 
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Recruiter  meets 
NBA  stars 

by  Tom  Blackwood, 
Sacramento  Bn  A&PA 

■ SSG  Gary  Yeatts  from  the  An- 
tioch (Calif.)  Recruiting  Station 
might  say  he  had  his  once-in-a- 
lifetime  basketball  wish  come 
true. 

Yeatts’  love  for  the  sport  has 
enabled  him  to  meet  his  dream 
basketball  star,  Michael  Jordan. 

Jordan  spent  time  talking  to 
a good  friend  of  his,  who  invited 
Yeatts  to  meet  Jordan  and  play- 
ers from  both  the  Chicago  Bulls 
and  Golden  State  Warriors. 

Yeatts  said  Michael  Jordan 
lived  up  to  every  high  expecta- 
tion he  expected. 

During  this  encounter,  the 
starting  guard  and  Olympic 
team  member  for  Lithuania  (sil- 
ver medal),  Sarunus  Marcilonis 
from  the  Golden  State  Warriors 
said,  “The  National  Basketball 
Association  has  its  own  Stay  In 
School  and  Stay  off  Drugs 
Awareness  Program.” 

Yeatts  told  Marcilonis  about 
the  Army’s  program,  Stay  In 
School  and  Stay  off  Drugs  . 

Yeatts  asked  some  of  the 
Warriors  to  hold  up  an  Army  T- 
shirt.  Sarunus  Marcilonis  and 
other  warriors  took  an  extra  mo- 
ment to  comply  with  Yeatts’  re- 
quest. 

Yeatts  proudly  displays  his 
photographs  of  the  famous  NBA 
stars  near  his  desk  at  work.  His 
intent  is  to  show  prospects  he  is 
actively  involved  in  sports  and 
especially  the  game  of  basket- 
ball. Yeatts  commented,  “My 
pictures  help  provide  an  edge  in 
trying  to  share  a common 
ground  to  a potential  applicant.” 

Yeatts  said,  “Prospects  can 
sometimes  be  a little  nervous 
talking  to  an  Army  recruiter.” 

He  added,  “My  NBA  pictures 
sometimes  can  help  open  up  the 
conversation  with  an  applicant.” 

“My  NBA  pictures  also  serve 


as  an  excellent  way  I can  lead 
into  my  introductory  presenta- 
tion of  the  Army’s  team  build- 
ing concept,”  said  Yeatts. 

“To  accomplish  its  overall 
mission  the  Army  requires 
teamwork  from  its  soldiers.” 

He  said,  “Like  any  professional 
NBA  basketball  star  it  re- 


quires a team  effort  to  win  the 
game  of  basketball.” 

“The  Army  is  similar  in  re- 
quiring a team  effort  from  its 
soldiers,”  said  Yeatts.  “My 
pitch  to  potential  Army  appli- 
cants is  teamwork,  skill  train- 
ing, and  experience  for  hire.” 


SSG  Gary  Yeatts  stands  by  as  Sarunus  Marcilonis  of  the  Golden  State  Warriors 
holds  up  an  Army  T-shirt.  Marcilonis  is  the  starting  guard  for  Golden  State  and 
was  an  Olympic  team  member  for  Lithuania. 


■ BG  Rip  Roper 
toured  the  territory  of 
Honolulu  Recruiting 
Company  during  Feb- 
ruary. During  the  visit, 
the  Prime  Minister  of 
Western  Samoa  pre- 
sented a koa  bowl  to 
Roper  at  his  stop  to 
Apia,  W.  Samoa. 
(Photo  by  Victor  Agui- 
lar) 
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What’s  more  fun 
than  recruiting? 

by  Keith  E.  Gottschalk, 
Cleveland  Bn  A&PA 

■ When  certain  MPs  excel  in  de- 
tail-oriented tasks,  they  are 
sometimes  given  the  opportunity 
to  be  among  the  most  elite  and 
trusted  members  of  the  Army  — 
those  very  few  that  serve  in  Pro- 
tective Services  Details  (PSD). 

The  PSD  members  are  the  pro- 
fessionals behind  the  scenes,  re- 
connoitering  the  area  the 
general  will  visit,  doing  threat 
assessments,  making  contin- 
gency plans  and,  in  general, 
keeping  on  the  lookout  for  trou- 
ble. When  nothing  untoward  oc- 
curs during  a general’s  visit,  the 
detail  has  done  their  job. 

SFC  Mark  D.  Balazs,  now  of 
the  Sandusky  (Ohio)  Recruiting 
Station,  was  a member  of  this 
elite  team.  While  serving  in  Ger- 
many as  the  noncommissioned  of- 
ficer in  charge  of  the  529th  MP 
Company  (the  only  honor  guard 
MP  company  in  the  Army)  he 
caught  the  attention  of  the  top 
general  in  the  European  theater, 
GEN  Crosbie  E.  Saint,  the  com- 
mander-in-chief of  US  Army  Eu- 
rope and  Seventh  Army. 

“I  was  honored  to  be  chosen  by 
GEN  Saint  to  be  sent  to  the  Pro- 
tective Services  School  at  Fort 
McClellan,  Ala.” 

According  to  Balazs,  training 
at  the  school  parallels  that  given 
to  Secret  Service  agents. 

“We  learn  how  to  protect  the 
principal,  which  refers  to  the 
person  we  are  assigned  to  safe- 
guard,” Balazs  said.  “The  most 
important  part  of  that  training 
is  to  be  able  to  place  yourself  be- 
tween your  principal  and  an  as- 
sailant if  he  is  attacked.” 

Once  assigned  to  GEN  Saint, 
Balazs  assumed  the  role  of  team 
leader,  or  as  it  is  referred  to  in 
the  profession,  a personal  secu- 
rity officer  (PSO). 

“The  PSO’s  main  responsibil- 
ity is  to  maintain  what  we  refer 


to  as  an  arms-reach  principle 
with  the  person  I am  protect- 
ing,” said  Balazs. 

Balazs  said  a security  detail 
can  number  from  five  to  seven 
members  with  each  person  per- 
forming a specific  role.  One  skill 
that  everyone  must  have,  accord- 
ing to  Balazs,  is  the  specialized 
evade  and  escape  driving  tech- 
niques. In  an  emergency,  any 
member  of  the  the  security  de- 
tail should  be  ready  to  get  be- 
hind the  wheel  and  get  the 
principal  out  of  danger. 

The  automobile  the  general 
rides  in  is  called  a hard  car,  said 
Balazs.  It’s  a hard  because  it’s 
an  armor-plated  Mercedes  with 
2 1/2  inches  of  bullet-proof  glass 
and  weighs  a few  tons."  It  was 
built  like  a tank,  but  moved  like 
a Ferrari,”  said  Balazs. 

In  1990,  Balazs  returned  to 
the  States  and  served  at  Fort 
Myer  in  Washington,  D.C.  When 
GEN  Jimmy  D.  Ross  got  his 
fourth  star  in  February  1992  as 
commander  of  the  Army  Mate- 
rial Command,  he  picked  Balazs 


to  head  his  security  detail  and 
be  his  chauffeur.  Balazs  per- 
formed that  duty  for  two  years 
before  coming  to  the  Cleveland 
Battalion. 

To  other  MPs  who  aspire  to 
become  PSD  members,  Balazs 
has  some  brief  advice. 

“You  absolutely  have  to  have 
your  act  together  to  even  qualify 
to  get  into  this  duty,”  said 
Balazs.  “You  have  to  maintain 
the  highest  SDT,  SQT,  and  PT 
and  weapons  standards.  Remem- 
ber there  are  less  than  100  MPs 
serving  in  this  role  worldwide. 
Recruiting  will  be  my  last  job  in 
the  Army  and  then  I plan  to  set- 
tle down  here  in  the  Sandusky 
area  with  my  family,”  said 
Balazs. 

On  his  last  assignment  with 
the  Army,  Balazs  said  he  had 
wanted  to  get  into  recruiting  to 
show  the  young  men  and  women 
in  the  area  what  the  Army  was 
really  like.  “I  really  wanted  to 
do  them  a favor. and  give  it  to 
them  straight,”  said  Balazs. 


Sandusky  (Ohio)  recruiter  SFC  Mark  D.  Balazs  (first  row,  second  from  the  left)  and  the 
rest  of  GEN  Crosbie  Saint’s  Personal  Security  Detail  show  that  although  they  may  be 
ready  for  the  cover  of  GQ,  they  are  not  a group  to  be  trifled  with.  (Photo  courtesy  of  SFC 
Mark  D.  Balazs) 
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COL  Cardell  S.  Hunter,  outgoing  commander  of  1st  Brigade,  shares  a moment 
with  COL  Patrick  G.  Snapp,  incoming  brigade  commander,  at  the  Retire- 
ment/Change of  Command  Ceremony  in  June.  (Photo  by  Keith  Welier) 


Snapp  takes 
command 

by  Christine  Rodrigo , 
SOUNDOFF!  staff  journalist 

■ The  recent  change  of  com- 
mand ceremony  for  the  1st  Re- 
cruiting Brigade  had  one 
pervading  theme  — although 
the  leadership  will  change,  vir- 
tually everything  else  will  re- 
main the  same. 

What  will  not  change  is  the 
brigade’s  status  as  the  top  re- 
cruiter in  the  US  Army  Re- 
cruiting Command,  said  COL 
Cardell  S.  Hunter,  outgoing 
commander,  who  turned  the 
brigade  over  COL  Patrick  G. 
Snapp. 

“There  will  be  no  fundamen- 
tal change  in  the  way  we  do 
business  in  this  brigade,”  said 
Hunter,  who  is  retiring  after 
26  years  in  the  Army.  “We  own 
the  high  ground  and  we  don’t 
intend  to  give  it  up.” 

Under  Hunter’s  command, 
Army  recruiters  enlisted  more 
than  35,000  Regular  Army  and 
26,00  Army  Reserve  soldiers 
and  filled  hospitals  with  more 
than  700  RA  and  Reserve  sol- 
diers as  nurses.  The  brigade 
finished  first  in  recruiting  RA 
or  Reserve  in  16  of  the  21 
months  that  Hunter  was  in 
command,  said  MG  Kenneth 
W.  Simpson,  commanding  gen- 
eral of  the  Army  Recruiting 
Command. 

Under  Hunter’s  tenure  “the 
brigade  has  been  marked  with 
achievement  after  achieve- 
ment, accolade  after  accolade,” 
Simpson  said,  referring  to  the 
outgoing  commander  as  “a 
leader,  a mentor,  a role  model, 
a warrior  who  has  taken  care 
of  his  people  and  inspired 
them  to  excel.” 

Simpson  added  that  he  had 
no  hesitation  in  selecting 
Snapp  as  the  new  commander 
based  on  his  “positive  leader- 


ship, technical  skills,  and  un- 
swerving commitment  to  his 
troops  and  the  mission.” 

“COL  Snapp  was  exactly 
the  right  man  to  build  on  this 
command’s  success,”  Simpson 
said.  “He’s  a soldier,  a leader, 
a command,  and  a recruiter.” 

With  the  ceremony,  Snapp, 
previously  the  deputy  com- 
mander of  the  1st  Brigade,  as- 
sumed responsibility  for 
recruiting  men  and  women. 

He  will  command  recruiting 
forces  in  17  East  Coast  states 
and  Europe. 

Having  been  with  the  bri- 
gade in  the  late  1970s  and 
early  1980s,  Snapp  termed  its 
turn-around  from  a poor  re- 
cruiting organization  to  the 
top  in  the  United  States  as  a 
“metamorphosis”  and  pledged 
to  continue  the  standard  of  ex- 
cellence set  by  his  predeces- 
sors. 

“We  know  if  you’re  not  the 
lead  dog,  the  view  never 
changes,”  he  said. 

An  emotional  Hunter 


thanked  his  family  for  the  sup- 
port they  provided  during  his 
career. 

Hunter,  who  said  he  was  in- 
spired to  join  the  Army  by  an 
uncle  who  served  in  World 
War  II,  was  presented  with  a 
Legion  of  Merit  with  a second 
Oak  Leaf  Cluster. 

“This  old  soldier  would  like 
for  you  to  say,  upon  his  retire- 
ment, that  Hunter  did  the 
very  best  with  what  he  had,” 
the  outgoing  commander  said. 

A native  of  Jacksonville, 
Fla.,  Hunter  was  commis- 
sioned a second  lieutenant  in 
the  Infantry  through  the 
Army  Reserve  Officers’  Train- 
ing Corps  upon  his  1968  grad- 
uation from  West  Virginia 
State  College  in  Institute,  W. 
Va.  He  took  command  of  1st 
Brigade  in  August  1992. 

Snapp,  who  is  originally 
from  El  Paso,  Texas,  was  com- 
missioned a second  lieutenant 
upon  his  graduation  from 
Eastern  Washington  Univer- 
sity, Cheney,  Wash. 
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CHAMPUS ^ NEWS 


Limits  on  CHAMPUS  charges 

Limits  on  how  much  CHAMPUS  patients  can  be 
billed  by  providers  of  care  who  don’t  participate  in 
CHAMPUS  have  gone  into  effect.  The  effective 
date  of  the  limits,  mandated  by  the  1993  Depart- 
ment of  Defense  Appropriations  Act,  is  November 
1,  1993. 

Any  charges  for  services  provided  on  or  after 
that  date  by  health  care  providers  who  choose  not 
to  participate  in  CHAMPUS  may  not  be  more 
than  115  percent  of  the  CHAMPUS  allowable 
charge.  For  example,  if  the  CHAMPUS  allowable 
charge  for  a procedure  is  $100,  providers  who 
decide  not  to  participate  in  CHAMPUS  may 
charge  CHAMPUS  patients  no  more  the  $115  for 
that  procedure.  This  is  the  same  percentage 
Medicare  uses  in  setting  limits  on  how  much 
health  care  providers  may  bill  for  their  services. 

A CHAMPUS  contractor  who  receives  a com- 
plaint from  a CHAMPUS-eligible  patient  that  a 
non-participating  provider  charged  more  than  the 
115-percent  limit  will  send  the  provider  a letter. 
The  letter  will  explain  the  legal  requirement  and 
will  ask  that  the  provider  send  the  patient  a 
refund  of  the  overcharges  within  30  days. 

A provider  who  doesn’t  comply  with  the  refund 
request  may  have  his  or  her  authorization  to  pro- 
vide care  under  CHAMPUS  withdrawn. 

New  sites  for  TRICARE 

CHAMPUS  has  added  seven  new  sites  to  its  list 
of  locations  where  TRICARE  managed-care 
programs  are  operating  for  military  families. 

The  sites  are  all  at  military  installations  that 
have  either  recently  closed,  will  close  soon,  or  will 
undergo  realignment  under  the  Defense 
Department’s  Base  realignment  and  Closure 
(BRAC)  program.  They  are: 

■ Loring  Air  Force  Base,  Maine 


■ Fort  Devens,  Mass. 

■ Fort  Benjamin  Harrison,  Ind. 

■ Grissom  Air  Force  Base,  Ind. 

■ Chanute  Air  Force  Base,  111. 

■ Wurtsmith  Air  Force  Base,  Mich. 

■ The  Delaware  Valley,  which  includes  Fort  Dix 
and  Fort  Monmouth,  N.J.,  and  Philadelphia 
Naval  Hospital,  Pa. 

The  TRICARE  program  began  in  these  areas 
March  1,  1994. 

TRICARE  handbooks  were  mailed  to  each 
household  in  each  of  the  seven  sites.  The  hand- 
books included  a directory  of  network  providers  for 
the  specific  area  and  will  be  updated  periodically. 

The  TRICARE  program  offered  at  these  BRAC 
sites  consists  of  TRICARE  Extra,  a “preferred 
provider  network”  of  hospitals,  physicians,  and 
pharmacies  who  provide  health  care  services,  with 
no  paperwork  and  at  lower  costs  to  patients. 
TRICARE  basic  (standard  CHAMPUS)  benefits  are 
also  available  at  the  patient’s  option  from  any 
CHAMPUS-authorized  health  care  provider.  Stand- 
ard CHAMPUS  cost-shares,  deductibles  and  claim 
filing  rules  apply. 

Families  don’t  have  to  enroll  in  the  program.  The 
CHAMPUS  contractor  for  these  locations,  Admina- 
Star  Defense  Services,  Inc.,  will  apply  the  dis- 
counted amount  to  services  received  from  a 
TRICARE  network  provider. 

Call  for  the  details 

For  more  details  about  TRICARE  Extra  in  the 
Delaware  Valley,  contact  the  TRICARE  Service 
Center  at  1-800-229-0918;  or,  contact  the  CHAM- 
PUS contractor,  AdminaStar  Defense  Services,  at 
1-800-842-4333. 

Persons  who  live  near  Loring,  Fort  Devens,  Fort 
Benjamin  Harrison,  Grissom,  Chanute,  and 
Wurtsmith  should  contact  AdminaStar  at  1-800- 
842-4333. 
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Life  Signs 


On  a scorching  summer  day  of  hectic 

recruiting,  nothing  is  quite  as  refresh- 
ing as  jumping  into  the  nearest  body  of 
water.  However,  as  cool  and  inviting  as  it  may 
look,  water  can  be  a killer. 

Drownings  claim  about  4,600  lives  each  year 
and  are  the  fourth  leading  cause  of  accidental 
death  in  the  United  States.  Most  drownings  occur 
in  swimming  pools  or  natural  water  environments 
such  as  lakes,  rivers,  and  oceans.  Swimming 
mishaps  are  often  a result  of  horseplay,  rough- 
housing, the  consumption  of  alcohol  or  drugs,  or  a 
child’s  curiosity.  We  should  be  mindful  that  al- 
though a person  may  be  a good  swimmer  in  a pool, 
it  doesn’t  necessarily  mean  this  individual  would 
be  a good  swimmer  in  a lake,  river  or  the  ocean. 

Many  serious  swimming  accidents  are  at- 
tributed to  diving  into  the  water.  Diving  accidents 
cause  hundreds  of  spinal  injuries  each  year,  result- 
ingin  permanent  paralysis  for  the  victim.  Such  in- 
juries are  caused  by  diving  head  first  into  shallow 
water  or  by  diving  into  objects  or  other  swimmers. 
Swimmers  should  be  extra  careful  when  diving 
from  high  places  and  diving  into  water  of  un- 
known depth.  Most  serious  injuries,  about  95  per- 
cent, result  from  dives  into  water  less  than  five 
feet. 

Swimming  is  also  commonly  related  to  boating 
activities.  Most  people  who  die  as  a result  of  a 
boating  accident  fall  out  of  boats  or  a boat  capsizes 
and  the  victim  ends  up  in  the  water.  Once  in  the 
water,  even  experienced  swimmers  can  lose  their 
coordination  and  drown.  Therefore,  people  who  set 
out  to  enjoy  other  water  activities,  such  as  fishing 
and  boating  should  always  wear  US  Coast  Guard 


Have  your 
summer 
fun  safely 

approved  protection  flotation  devices  (PFDs)  com- 
monly referred  to  as  life  vests  or  lifejackets. 

The  majority  of  water-related  accidents  are 
preventable.  By  following  simple  safety  rules,  ac- 
quiring swimming  and  diving  skills,  and  recogniz- 
ing hazardous  situations,  you  can  avoid  a tragedy. 

The  following  precautions  from  the  National 
Safety  Council  can  help  make  your  summer  water 
activities  safe  ones: 

■ Seek  swimming  instructions  from  a qualified 
instructor  for  you  and  your  family. 

■ Never  swim  alone.  When  possible,  confine 
your  water  activity  to  areas  supervised  by 
lifeguards. 

■ Make  sure  that  your  children  are  supervised 
constantly  by  a responsible  adult  whenever 
they  are  in  or  around  water. 

■ Obey  posted  safety  rules. 

■ Know  your  swimming  limitations  and  do  not 
exceed  them. 

■ Avoid  swiftly  moving  water.  If  caught  in  a cur- 
rent, swim  in  the  same  direction  as  the  cur- 
rent and  angle  toward  the  shore  until  you 
reach  safety. 

■ Know  your  ability  to  rescue  a swimmer.  Only 
experienced,  properly  trained  swimmers 
should  attempt  to  rescue  someone  in  trouble. 

■ Avoid  the  use  of  alcohol  or  other  drugs  when 
you  are  around  water. 

■ Learn  and  practice  basic  lifesaving  techni- 
ques, including  first  aid  and  cardiopul- 
monary resuscitation.  Know  how  to  throw  a 
line  or  ring  buoy  to  a swimmer  in  trouble  — 
in  an  emergency  you  can  use  anything  that 
floats. 
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Teenage  research 
(TRU)  — survey 


Introduction 

TRU  is  a comprehensive, 
timely,  easily  put-to-use  re- 
search data  on  the  US 
teenage  market  population. 

Because  USAREC’s  prime 
market  are  teens,  under- 
standing this  demographic 
group  has  become  increasing- 
ly more  important  with  the 
recent  decline  in  propensity 
toward  Army  enlistment. 

Because  teens  continue  to 
be  an  extremely  volatile 
market,  the  twice-a-year 
tracking  provided  by  this 
study  is  critical.  It  provides  a 
measurement  of  seasonal 
variability  and  a means  to 
more  closely  track  both 
general  trends  and  shifts. 

The  current  study  was 
released  in  March  1994. 

The  findings  from  the  sur- 
vey presented  here  are  for  of- 
fering a quick  view  and 
understanding  of  some  of  the 
outside  influences  on  teen 
lives.  The  media  cues  section 
of  the  questionnaire  looks  at 
teens’  favorite  magazines, 
television  shows,  cable  net- 
work, radio  formats,  and 
newspaper  and  magazine  sec- 
tions. 

TRU  also  tracks  leisure- 
time activities  of  teenagers. 
The  section  on  what  teens 
view  as  in  and  out  can  be  im- 
portant to  marketers  in  many 
ways.  For  marketers,  it 
provides  insights  into  ap- 
propriate advertising  to 


teens,  such  as  language, 
fashion,  style,  favorite 
celebrity,  and  activities.  The 
survey  results  demonstrate 
how  the  teen  market  and  teen 
lifestyles  can  be  heavily  frag- 
mented by  gender,  age,  and 
race/ethnicity.  Continued 
analysis  shows  just  how 
quickly  what  is  in  and  what 
is  out  can  change  with  teens, 
and  how  important  it  is  for  ad- 
vertisers to  stay  attuned  to 
teen  trends. 

Social  concern 

Caring  about  the  environ- 
ment continues  to  be  the  most 
in  measured  social  concern. 
However,  the  importance 
teens  have  placed  on  the  en- 
vironment during  the  past 
couple  of  years  has  declined, 
replaced  by  other  concerns, 
which  are  seen  as  having  a 
more  direct  impact  on  teen 
life,  such  as  AIDS,  education, 
and  violence. 

The  social  concerns  that  ap- 
pear to  be  out  include  a num- 
ber of  political  and  political 
correctness  issues.  The  issues 
addressed  as  out  include: 

■ Being  politically  correct  at 
42  percent, 

■ The  military  at  42  percent, 

■ Protesting/demonstrating 
at  45  percent, 

■ Caring  about  politics  at  47 
percent  and 

■ Being  patriotic  at  49  per- 
cent. 


unlimited 

results 

The  number  of  teens  saying 
caring  about  politics  is  in  has 
significantly  decreased. 

Politics  appears  to  be  a 
seasonal  concern,  increasing 
only  during  presidential-elec- 
tion years. 

Army  highlights 

The  top  four  Army  perfor- 
mances for  the  males  con- 
tinue to  include: 

> best  preparation  for 
civilian  job 

> develops  self-confidence 

> best  for  country’s 
defense 

> and  best  preparation 
for  adult  life. 

The  Army  is  experiencing 
significant  positive  increases 
in  four  out  of  the  ten  at- 
tributes. The  Marine  Corps 
dominates  the  male  market. 
They  lead  in  seven  of  the  10 
attributes. 

The  top  four  Army  perfor- 
mances for  the  females  in- 
clude: 

> best  for  country’s 
defense 

> develops  self-confidence 

> best  preparation  for 
civilian  job 

> and  place  for  people 
who  want  to  succeed. 

In  each  of  these  four  at- 
tributes, the  Army  also  leads 
the  market  over  the  other  ser-  . 
vices  (for  the  female 
category). 

Best  preparation  for  a 
civilian  job  — the  Army  con- 
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tinues  to  fare  better  than  the 
other  services  in  this  import- 
ant attribute  among  both 
males  and  females.  This  attri- 
bute appears  to  continue  to 
be  one  of  the  Army’s  strong- 
est (compared  to  the  other  ser- 
vices). 

Place  for  people  who  want 
to  succeed  — the  Army  re- 
sponse significantly  improved 
(for  males)  in  March  1994 
after  a decline  in  September 
1993.  Females  rate  the  Army 
as  the  service  best  offering  a 
place  for  people  who  want  to 
succeed.  Males  now  rate  the 
Army  second  after  the  Marine 
Corps. 

Develops  self  confidence  — 
the  Army  has  had  significant 
increases  in  both  male  and  fe- 
male responses  for  this  attri- 
bute. In  the  last  six  months, 
the  Army  has  taken  the  lead 
as  the  best  place  to  develop 
self-confidence  for  the  female 
category.  The  Marine  Corps 
is  the  biggest  competitor  in 
this  category. 

Best  for  country’s  defense 
— the  Army  performance  has 
significantly  increased  in  the 
past  six  months  to  compli- 
ment the  already  strong  per- 
formance in  this  attribute 
with  female  teenagers.  Fe- 
males continue  to  rate  the 
Army  as  the  service  best  for 
country’s  defense.  The  attri- 
bute appears  to  be  one  of  the 
Army’s  strongest  selling  point 
for  females. 

Best  preparation  for  adult 
life  — currently  the  Army 
awareness  for  this  attribute 
is  climbing,  but  is  still  a sig- 
nificant decrease  from  a year 
ago.  The  Marine  Corps  is  the 
lead  service  for  this  attribute, 


but  just  barely  edging  the 
Army  among  females. 

Most  interested  in  — the 
Army  continues  to  score  low 
on  this  “propensity”  type  attri- 
bute among  both  males  and 
females.  However,  all  services 
are  experiencing  lower  scores 
with  only  two  scores  with 
slight  increases  in  the  past 
six  months  (Army  and  Ma- 
rines - males). 

Proprietary 

questions 

USAREC  contracts  for  in- 
clusion of  four  proprietary 
questions  in  the  TRU  semi-an- 
nual direct  mail  survey. 

These  proprietary  questions 
are  of  particular  interest  to 
USAREC. 

Media  recall  of  Army  ad- 
vertising — as  expected,  TV 
continues  to  dominate  all  of 
the  media  types  for  both  male 
and  female  market  segments. 
Although,  media  recall  in  gen- 
eral tends  to  be  decreasing. 

Perceived  degree  of  civil- 
ian career  relevance  — 

The  males  showed  increases 
for  the  Army  and  Marine 
Corps  in  perceived  degree  of 
civilian  career  relevance  since 
the  last  wave.  The  rest  of  the 
market  is  showing  declines  in 
perceived  degree  of  civilian  ca- 
reer relevance,  with  a signifi- 
cant Army  decrease  among 
the  females. 

Lifting  of  the  homosexual 
ban  impact  on  interest  in 
Army  service  — the  entry  of 
homosexuals  in  the  Army  still 
receives  high  negatives 
among  males,  while  females 
are  less  impacted  by  this  pol- 
icy. 

Most  important  reasons  to 


consider  enlistment  in  the 
military  — a trend  analysis 
for  the  last  several  years  indi- 
cate that  money  for  college 
and  learning  a trade/skill  con- 
tinue as  the  two  most  import- 
ant reasons  to  consider 
enlistment  among  males  and 
females.  Females  also  show  a 
strong  interest  in  steady/se- 
cure job,  and  the  males  show 
a strong  interest  in  high-tech 
equipment. 

Conclusion 

The  results  of  the  March 
1994  TRU  survey  indicates 
that  the  Army  is  positioned  to 
attract  prospects  by  providing 
money  for  college  and  stress- 
ing the  skills  and  experiences 
that  will  help  in  future  jobs. 
Shifts  in  the  female  market 
perceptions  are  indicating 
that  Army  advertising  is 
reaching  this  segment.  How- 
ever, the  dips  from  the  previ- 
ous two  surveys,  still  indicate 
a strong  growing  resistance 
to  enlistment  in  the  military. 

Youth  Aptitude  Tracking  Study 

(YATS)  93  agrees. 
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Change  training  option 

RECUSAR  message  94-031, 
This  message  provides  the 
proper  authority  when  a ap- 
plicant request  to  change  from 
split  to  standard  or  standard 
to  split.  This  message  also 
provided  guidance  for  process- 
ing previous  unsatisfactory  par- 
ticipants. 

To  USAREC  Reg  601-96,  Ap- 
pendix 1-10,  add  the  following: 

Change  in  training  program 
— a soldier’s  training  program 
will  not  be  changed  without  ap- 
propriate approval  authority. 

■ If  USAR  members  who  pre- 
viously enlisted  for  the  alter- 
nate training  program 
request  to  have  their  train- 
ing seat  renegotiated  to  the 
standard  training  program, 
the  soldier  will  submit  the  re- 
quest through  TPU;  approval 
authority  is  the  MTJSARC. 

■ If  a USAR  member  who  en- 
listed for  the  standard  train- 
ing program  requests  to  have 
their  training  seat 
renegotiated  to  the  alternate 
training  program,  the  soldier 
will  submit  the  request 
through  TPU;  Approval 
Authority  is  Area  Com- 
mander (i.e.,  USARC, 
SOCOM,  etc.). 

Unsats 

LAW  USAREC  Reg  140-3,  all 
previous  unsatisfactory  par- 
ticipants require  unit  inter- 
views. The  US  Army  Reserve 
Command  published  a message 
to  its  commanders  that  states 
all  previous  unsatisfactory  par- 
ticipants will  be  interviewed! 

If  a unit  refuses  to  grant  an 
interview,  the  battalion  will 
provide  the  unit  commander  or 
designated  representative  with 
name,  telephone  number,  and 
reason  or  unit’s  written 
memorandum  to  Headquarters 
USAREC  through  recruiting 
brigade  operations.  USAREC 
will  forward  information  to 


USARC  for  appropriate  action. 

Attention  guidance 
counselor 

RECUSAR  message  94-032, 
subject:  Student  Loan  Repay- 
ment Program.  This  message 
clarified  when  a prior  service 
can  enlist  for  the  SLRP. 

For  the  purpose  of  enlist- 
ment in  the  USAR  for  Selected 
Reserve  Incentive  Program 
(SRIP),  the  following  defini- 
tions are  provided: 

■ A nonprior  service  applicant 
is  an  applicant  who,  at  the 
time  of  enlistment  or  appoint- 
ment in  the  USAR,  has 
never  served  creditably  in  a 
Regular  or  Reserve  Com- 
ponent, or  without  a com- 
ponent, as  a member  of  an 
Armed  Forces  of  the  United 
States,  (see  RECUSAR  mes- 
sage 94-018) 

■ Prior  service  is  a soldier  who, 
at  the  time  he  or  she  is  ac- 
cessed to  the  US  Army 
Reserve  by  enlistment,  ap- 
pointment, or  by  operation  of 
law  has  previously  served 
one  or  more  days  of 
creditable  service  in  a 
Regular  or  Reserve  Com- 
ponent, or  without  a com- 
ponent, as  a member  of  an 
Armed  Forces  of  the  United 
States. 

■ Glossary  NPS  soldiers  for 
the  purpose  of  enlistment  in 
a Reserve  Component  should 
be  identified,  processed,  and 
administered  as  having  pre- 
vious military  service  on  en- 
listment in  the  USAR. 

Guidance  counselors  (GCs) 
are  reminded  that  while  some 
applicants  are  authorized  to  be 
enlisted  as  glossary  NPS  in  ac- 
cordance with  paragraph  2-2, 
Army  Regulation  601-210,  14 
Feb  91,  Regular  Army  and 
Army  Reserve  Enlistment  Pro- 
gram, this  will  not  necessarily 
entitle  them  to  SRIP. 

The  following  are  examples 


of  creditable  service: 

■ Individual  who  accessed  onto 
active  duty  for  one  or  more 
days. 

■ Individual  who  accessed  into 
a Reserve  Component  and 
reports  to  his/her  unit  for  the 
purpose  of  drill  (IDT)  or 
points  with/without  pay. 

Guidance  counselors  will 
refrain  from  giving  SRIP  entit- 
lements without  proper 
authorization. 

Based  on  the  above  defini- 
tions, a soldier  with  PS  is 
authorized  to  enlist  for  the 
SLRP  provided  that  the  soldier 
enlists  for  an  MOS  that  is  iden- 
tified by  HQDA  as  a Critical 
Skill  (see  below).  The  soldier 
must  be  eligible  and  enlist  for  a 
minimum  of  three  years  but 
IAW  with  AR  601-210,  AR  135- 
7,  and  AR  140-111. 

DA-Announced  Prior  Service 
Critical  List  for  Student  Loan 
Repayment: 

$10,000 

11B,  11H,  11M,  12B,  12C, 
12F,  13B,  13E,  13F,  18F,  19D, 
19E,  29E,  29N,  29V,  29W,  31F, 
31L,  31M,  31Y,  33T,  35U,  37F, 
38A,  42D,  43E,  44B,  45K,  46Q, 
51B,  52C,  52X,  57E,  62E,  62F, 
62G,  62H,  62J,  63D,  63E,  63G, 
63H,  63J,  63S,  63T,  63W,  63Y, 
67R,  71C,  71D,  71E,  73D,  74D, 
74F,  75D,  75E,  75F,  77F,  82C, 
88K,  88L,  88V,  91C,  91D,  91F, 
91H,  91L,  91M,  91P,  91Q,  91V, 
92B,  93P,  96R,  97B,  97E,  97G, 
98G. 

$20,000 

3 IF,  38A,  91C,  91L,  97B, 

97E,  98G. 

GC  will  complete  the  DA 
Form  5261-4-R,  Feb  92  Student 
Loan  Repayment  Program  Ad- 
dendum, starting  with  block  2 
through  section  VIII. 
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Gold  Badges 


ALBANY 

SSG  Eugene  P.  Young 
ATLANTA 
SGT  Marita  Jones 
BALTIMORE 

SGT  Curtis  Hammonds 
SSG  Jamie  L.  Whitehead 
SGT  Paul  J.  Mattson 
SSG  Eli  Salahuddin 

BECKLEY 

SSG  Justin  B.  Garrison 
SSG  Norman  Clipp 
SSG  Lefty  Smith 
SSG  Michael  Stump 
SSG  Jimmie  D.  Culley 

BRUNSWICK 

SFC  Lynn  M.  Baker 
SSG  Terry  Click 

CHICAGO 

SGT  Michael  L.  Hobbs 
SSG  Shaun  G.  Nurse 
SSG  Adrienne  D.  Powell 

CLEVELAND 

SGT  Michael  D.  Fox 
SSG  Michael  Schmidt 
SSG  James  E.  Duke 
SGT  Elizabeth  Cimaglio 

COLUMBUS 

SSG  Tory  D.  Hendrieth 
SGT  Garry  Greathouse 


DENVER 

SFC  Scott  R.  Bond 
SSG  Cory  L.  Olson 

DES  MOINES 

SSG  David  D.  Priest 
SGT  Robert  Neumamm 

GREAT  LAKES 

SSG  Charles  A.  Proulx 
SGT  Ronald  P.  Karcz 
SGT  Douglas  McClelland 
SGT  Shawn  Bryant 

HARRISBURG 

SSG  Leonard  L.  Light 
SSG  Jeffrey  Deva 
SGT  Mark  V.  Budda 

HOUSTON 

SSG  Harold  J.  Wickham 
JACKSON 
SFC  Anthony  J.  Lewis 
SSG  Rodney  Carson 

JACKSONVILLE 

SFC  Lloyd  M.  Rogers 
SGT  Ronald  Hammond 
SFC  Robert  D.  Morris 
SGT  Tracy  Owens 
SFC  Fernando 
Sosareyes 

KANSAS  CITY 

SGT  Fred  C.  Hall 
SSG  Felipe  M.  Ogas 
SSG  Kevin  J.  Griffin 

LOS  ANGELES 

SSG  Haskell  Portee 
SSG  Terry  A.  Williams 


SSG  Gregory  S.  Barnes 
SSG  Kenneth  Howland 
SSG  Eric  L.  Williams 

MIAMI 

SSG  Wilfredo  Martinez 
SGT  Jason  Griffin 

MONTGOMERY 

SSG  Larkin  C.  Bennett 

NASHVILLE 

SSG  Tyrone  S.  Atkinson 
SSG  Stephen  McAnally 
SSG  James  W.  Cawman 

NEW  ORLEANS 

SSG  James  Washington 
SSG  Greg  A.  Anderson 
SSG  John  W.  Marshall 

NEW  YORK  CITY 

SSG  Shirley  Madison 
SSG  Glenroy  O.  Christie 
SSG  Robert  A.  Gillislee 
SFC  Archie  Moore 

OKLAHOMA  CITY 

SGT  Michael  D.  Guynn 
SGT  Stanley  C.  Johnson 

PHILADELPHIA 

SSG  Michael  Gormley 
SGT  William  Shell 
SSG  Ryan  S.  Sowell 

PHOENIX 

SGT  Bryan  Hamilton 
SSG  Jerry  Jennings 

PITTSBURGH 

SGT  James  E.  Anderson 


PORTLAND 

SSG  Mark  E.  Granas 
SSG  Kenneth  McAnally 
SSG  Lynn  F.  Krapa 

RALEIGH 

SSG  Michael  Edwards 
SGT  Timothy  E.  Chase 

SACRAMENTO 

SSG  Scott  Fredrickson 
SSG  Brian  Bennett 

SANTA  ANA 

SSG  Lamont  G.  Rehlake 
SSG  Randy  L.  Brifnek 
SSG  Luis  Castanaras 
SSG  Sylvia  Laughlin 
SSG  Jeff  B.  Reade 
SSG  Ferris  M.  Kent 
SSG  Eric  Montgomery 
SSG  George  Whitfield 
SSG  Klaus  A.  Lowry 

SALT  LAKE  CITY 

SSG  Charles  Hickmon 
SGT  Stephen  Denton 

SEATTLE 

SGT  Kevin  C.  McDonald 
SFC  Steven  Rosales 

TAMPA 

SSG  Bertan  P.  Linson 
SSG  Craig  S.  Dalton 
SGT  Dave  A.  Edwards 
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ATLANTA 

SFC  Joe  A.  Johnson 
SSG  Remonia  R.  Barden 

BALTIMORE 

SFC  Debra  L.  Liles 

BECKLEY 

SSG  Wesley  L.  Bennett 
SFC  James  I.  McKenzie 

CHICAGO 

SFC  James  E.  Price 

COLUMBIA 

SSG  Milton  Hayes 
SGT  Ronal  L.  Bradley 

DALLAS 

SSG  Carl  S.  Fulmore 
SFC  William  T.  Gray 
SFC  Consuelo  A.  Pinnock 

DES  MOINES 

SSG  Jerry  L.  Wagner 

GREAT  LAKES 

SFC  Lee  H.  Phyllis 

HARRISBURG 

SSG  Mark  A.  Bennick 
SFC  Felix  Flores 
SSG  John  B.  Danneker 
SSG  John  M.  Heller 


Rings 


JACKSONVILLE 

SSG  James  A.  Bryant 
SSG  Keith  A.  Fuller 

KANSAS  CITY 

SFC  Charles  W.  Brown 
SSG  James  W.  Golgart 


MIAMI 

SFC  Rene  Rivera- 
Casanova 

MINNEAPOLIS 

SSG  Donald  C.  Ellwood 
SFC  Robert  E.  Borden 

NEW  YORK  CITY 

SSG  Anthony  R.  Jeffrey 

OKLAHOMA  CITY 

SFC  Kenneth  B.  Dillard 
SFC  Craig  W.  Swanson 
SSG  Eldritch  C.  Williams 


PHOENIX 

SSG  Drew  E.  Radke 
SFC  Dora  W.  Nelson 

PITTSBURGH 

SFC  Charles  R.  Watkins 
SFC  Gary  J.  Bowery 

PORTLAND 

SSG  James  R.  Hamp 

SACRAMENTO 

SSG  Gregory  Parks 

SALT  LAKE  CITY 

SFC  Jimmy  D.  Osborn 

SAN  ANTONIO 

SSG  Fredrick  B.  Hudson 

SEATTLE 

SFC  Roger  L.  Fuller 
SSG  James  W.  Lapsey 

ST.  LOUIS 

SFC  Alvin  C.  Honaker 
SFC  James  R.  Carp 

TAMPA 

SFC  Charlie  Gates 
SFC  Walter  Griffin 
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RSC  Schedule 

RSM  July  1994 
Cinema  Van 

DES  MOINES,  28  Jun  - 4 Jul 
ST.  LOUIS,  28  Jun  ■ 6 Jul 

Army  Adventure  Van 
PORTLAND,  2 - 6 Jul 

RSM  August  1994 
Cinema  Van 
COLUMBUS,  25  Aug  ■ 1 Sep 
MINNEAPOLIS,  12 -20  Aug 

Army  Adventure  Van 

BECKLEY,  6-11  Aug 
DES  MOINES,  15-21  Aug 


Answers  to  The  Test 


1.  C,  USAREC  Pam  350-7,  figure  1-1 

2.  D,  USAREC  Pam  350-7,  figure  1-1 

3.  B,  USAREC  Pam  350-7,  figure  3-1 

4.  A,  USAREC  Pam  350-7,  para  5-3  a (1-9) 

5.  C,  USAREC  Pam  350-7,  para  6-3 

6.  A,  USAREC  Pam  350-7,  para  6-4 

7.  A,  USAREC  Pam  350-7,  para  6-6  a 

8.  A,  USAREC  Pam  350-7,  para  6-6  b 

9.  C,  USAREC’s  Recruiter  Management  Update  X 

10.  B,  USAREC  Pam  350-7,  para  6-11  b (1-4) 

11.  D,  USAREC  Reg  350-6,  para  1-6  (figure  1-1) 

12.  B,  USAREC  Reg  350-6,  para  4-4  b 

13.  A,  USAREC  Reg  350-6,  para  5-5  a 

14.  B,  USAREC  Reg  350-6,  para  5-5  c (note) 

15.  D,  USAREC  Reg  350-6,  para  6-4  e (2) 


COL  McGregor  continues  his  discussion  with  MG  Fujinawa,  Dr.  Fukuda,  and  COL  Decker. 
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